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The Lord was their Shepherd 


THE FirsT THING they did when they got off the ship was 
to kneel down under the open sky and thank God. That 
was why they had come here .. . to meet God in the way 
they thought right. 


It was a simple, manly way they had with Him. Each man 
seeking His presence, reading His Word, listening to 

His voice, trying to understand His way and to live by it. 
Fach man a free man, responsible to God. 


It was not only on Sundays, or in church alone, that they 
thought of Him, but always and everywhere. They felt 


that the world was God’s house, and they walked reverently 


in it, and they tried to remember to live by His ways. 


So it was that when they wrote a Declaration of Independence, 


in that fateful moment of making themselves a nation, 
they called upon Him to behold the justice of what they 
were about to do. 


And when they met to draw up a Constitution, 
governing how Americans should behave 
towards each other, they praved for 


guidance from the Highest Lawgiver of all. 


And from that day to this, when we come together to make 
a solemn public decision, we take a moment to ask God 
to make our minds wise, and our hearts good, 

and our motives pure. 


Surely there never was a better country to find God in. 
Out on the open coast, where the ocean stirs forever 

and ever, always changing and always the same; on the 
prairies where the grass blows and ripens and dies and is 
born again; in the wild, high mountains and in the 

silent desert—everywhere under this wide sky the feeling 
comes: Some one has been here. Some one has made this 
beautiful for me. Some one expects me to be worthy of this. 


Some one expects me to be worthy. ... Through most of 
our history we have lived with that faith. And only as long 
as we believe it, and go on living by it, will we be secure. . 


MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 

















APPROACHING - 
FIFTY 


On January 1, 1951, this Company 
enters its 50th year. 


As life insurance companies go, this 
makes us a comparative youngster, but 
folks do say that we’re right big for our 
age. 


With around two and a half billions of 
life insurance in force, including no 
Group or Reinsurance, and all produced 
by our own full-time agency force, we 
are among the top sixteen companies in 


the U. S. 


There’s going to be plenty to celebrate 


in 1951. 
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A WELL-BALANCED COMPANY 


"the balance 


will decide the matter”’ 


THOMAS FULLER 
English Philosopher 


In all matters, the making of a sound 
decision calls for the consideration 
of all influencing factors. In 
appraising a life insurance company, 
past achievement, present 
progress and future opportunity 
must be weighed in the balance. 


Such consideration will reveal 
that in every respect Fidelity is 
a well-balanced company. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 































COMPLETE PERSONAL INSURANCE COVERAGE 
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REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 


THEO. P. BEASLEY, President 
HOME OFFICE 


Life insurance in force exceeds $305,000,000.00 


DALLAS, TEXAS 
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Urges Group Plans 
as Bulwark Against 
Socialization 


Whittaker of Prudential 
Tells American Manage- 
ment Assn. of Dangers 


Despite a phenomenal increase in the 
number of wage-earners covered by 
group welfare insurance, American busi- 
ness men must constantly review such 
programs to make sure they provide the 
protection for 
which they were 
intended, Edmund 
B. Whittaker, vice- 
president of Pru- 
dential told the 
American Manage- 
ment Assn. insur- 
ance division meet- 
ing at Chicago. 

Failure to do so, 
he warned, might 
mean that the sys- 
tem of private en- 
terprise could pass 
by default to social 
planning. 

Mr. Whittaker said certain trends in 
group insurance must be recognized if 
socialization is to be avoided. He enum- 
erated them as follows: (1) Increased 
hospital and surgical-medical benefits to 
cover both increased costs and a realis- 
tic appraisal of the individual burden, 
(2) more understanding between insur- 
ance carriers and those who give the 
actual service, (3) greater amounts of 
individual group life coverage and (4) 
more attention to coverage on catastro- 
phic illnesses in policies providing hospi- 
tal, medical and surgical expense cover- 
ge. 

Hospitalization Costs Boosted 





E. 


B. Whittaker 





Hospitalization costs have soared, 
asically because of the nation’s eco- 
nomic inflation, Mr. Whittaker said. 


They have increased also, over the long 
tretch, because hospital methods have 
mproved in extent and quality and ex- 
ensive new drugs have been developed. 
“The dollars that were sufficient yes- 
terday to pay hospital charges are no 
longer adequate,” he said. 

Cooperation of the doctors has not 
been sufficiently solicited, Mr. Whittaker 
said. As a result, “the medical profes- 
sion, generally, does not at present ac- 
kept the indemnities in our policies in 
full payment for their services on sur- 
gical cases. Until surgical fees and 
Nsurance mechanism reach closer con- 
ormity, our defense against national 
health insurance will be vulnerable.” 


alks on Pension Plan Growth 


In addition to his discussion of hos- 
pitalization insurance, Mr. Whittaker 
poke on the growth of pension plans 
nnd how they have been affected by the 
ecent changes in the social security act, 
and the widespread agitation for state 
emporary disability benefit laws. In- 
teased social security benefits, he said, 
ompensate to a large degree for recent 
creases in living costs. Nonetheless, it 
vould appear wise, he said, to review all 
pension plans to determine if they 
hould be amended so as to integrate 
hem with social security and provide 


























mployes with more equitable and 
ounder retirement programs. 
Temporary disability insurance, he 
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American Bankers 
Assn. President to 
Address Institute 


Speakers Also Include Ed- 
ucator, Psychologist, F. W. 
Hubbell, Holgar Johnson 


James E. Shelton, president of the 
American Bankers Assn., will speak at 
the luncheon session of the annual meet- 
ing of the Institute of Life Insurance 
on Dec. 8 at the Hotel Roosevelt, New 
York City. 

Mr. Shelton, who also is president 
of the Security-First National Bank of 
Los Angeles, will talk on “The State 
of the Union.” 

The annual meeting, which will re- 
flect what the life insurance business 
is doing in the present environment to 
meet its obligations to its policyholders 
and as a good citizen, will be opened 
by Frederick W. Hubbell, chairman of 
the institute and president of Equitable 
Life of Iowa, who will speak on man- 
agement meeting responsibilities of 
leadership. 

Dr. Herold C. Hunt, general super- 
intendent of schools of Chicago and 
chairman of the national committee on 
family financial security education, will 
follow with a talk on business co- 
operating in the field of education. The 
public interest in and reactions to what 
the life insurance business is doing about 
inflation then will be discussed by Dr. 
Henry C. Link, vice-president of the 
Psychological Corp. President Holgar J. 
Johnson will close the morning session 
with a report on the year’s activities at 
the institute. 

Following the luncheon session, there 
will be a short business meeting, in- 
cluding the election of five directors of 
the institute. The board, including the 
newly-elected directors, will hold an 
organization meeting immediately fol- 
lowing the adjournment of the annual 
meeting. 


Set Okla. Congress Dates 


Stewart E. Meyers, president of Okla- 
homa Assn. of Life Underwriters, has 
announced the 1951 sales congress will 
be held Feb. 23 at Tulsa and Feb. 24 
at Oklahoma City. Lloyd Roberts was 
named chairman of the committee in 
charge. 


October Ordinary 
Sales Rose 18%; 
Group Up 169% 


October life sales in the U. S. were 
up 38%, according to L.I.A.M.A. The 
total was $2,570,000,000. Ordinary sales 
were $1,406,000,000, 18% higher. In- 
dustrial amounted to $475 million, an 
increase of 14%. New group life 
amounted to $689 million, an increase 
of 169%. 

In the first 10 months, sales were 
$22,994,000,000, an increase of 25%. 
Ordinary accounted for $14,118,000,000, 
up 18%. Industrial life insurance was 
$4,331,000,000, up 10%. New group life 
amounted to $4,545,000,000, a rise of 
88%. 


Mass. Mutual Passes 
$3 Billion Ordinary Mark 


The $3 billion mark of ordinary in 
force has been passed by Massachusetts 
Mutual for a 1950 gain of $143 million. 
Ordinary sales of $249,209,899 in the first 
10 months showed a 20% gain over the 
same period in 1949. New group busi- 
ness was $45,233,087, up 96% from 1949. 
An ordinary sales increase was made by 
67 of the 87 agencies. 

With a volume of $13,712,234 the 
Simon agency in New York City ranked 
first. The Yates agency in Los Angeles 
was second and the Davis agency, At- 
lanta, third. 


Jefferson Standard Votes 
50% Stock Dividend 


Stockholders of Jefferson Standard 
have voted a 50% stock dividend. This 
increases capital from $10 million to 
$15 million and is to be effected by a 
transfer of $5 million from surplus. 

The action increases the number of 
shares from one million to 1,500,000 at 
a par value of $10. 

There was 88% of Jefferson Standard 
stock was represented at a special meet- 
ing. 





National labor relations board has cer- 
tified Insurance & Allied Workers Or- 
ganizing Committee, CIO, as collective 
‘bargaining representative of Home Life 
of America debit men, following the 
election held Oct. 30, at which the com- 
mittee received 301 votes, with only nine 
against. 








Elected to Fill Important LIAMA Po 





New president of L.I.A.M.A., Vice-president Olen E. Anderson (second from right) 
of John Hancock, and new L.I.A.M.A. directors elected at last week’s annual meeting 
in Chicago: from left, W. Rankin Furey, vice-president Berkshire Life; Grant L. Hill, 


vice-president Northwestern Mutual; R. E. 


Fuller, vice-president Equitable of Iowa; 


and, at right, M. K. Kenny, general superintendent of agencies of Excelsior Life of 


Canada. 


Rising Costs Make 
Accurate Analysis 


Vital, LIAMA Told 


Panel Headed by Furey 
Explains How Expenses 
Can Be Controlled 


Because of rising costs it is more im- 
portant than ever for agency manage- 
ment to know how the costs of operat- 
ing are made up, said W. Rankin Furey, 
Berkshire Life, in his talk as chairman 


of a forum on agency costs at the 
L.I.A.M.A. meeting in Chicago. 
Discussing cost studies, both those 


presented at the forum and others, he 
said they can be of no use unless they 
are put into practice, and that is ad- 
mittedly difficult to do in the busy sales 
management life of agency departments. 

Since no actuary or agency vice-presi- 
dent can possibly keep abreast of the 
subject of costs, he suggested that this 
work be delegated to some one person, 
preferably as a full-time job. The start- 
ing point of this man’s work and of any 
composite study of the true cost situa- 
tion is the breaking down of agency op- 
erations into first-year and renewal 
areas, he said. The best way is through 
the new L.I.A.M.A. Cost Analysis Form, 
according to Mr. Furey. 

Financial Facts Elusive 

Other participants were Milton J. 
Goldberg, Equitable Society; Daniel J. 
Lyons, Guardian Life; E. Reginald Mur- 
ray, National Life of Vermont; Charles 
F. B. Richardson, Mutual Life; Ray- 
mond W. Simpkin, Connecticut Mutual 
and Thomas Irvine and Laurence S. 
Morrison of L.J.A.M.A. 

Mr. Morrison said that “you cannot 
properly supervise an agency unless you 
have all the facts about the operation of 
that agency. Of these facts, the finan- 
cial ones are perhaps the most impor- 
tant—and they are the ones we know 
least about.” 

L.I.A.M.A.’s new Cost Analysis Form 
was the main subject of Mr. Richard- 
son’s contribution. 

“Don’t be too frightened into think- 
ing that agency cost analysis is a diffi- 
cult or mysterious process,’ he said. 
“Actually, about 85% of agency costs 
are accounted for by four items: clerical 
salaries, rent, agency travel costs and 
supervisory salaries. All you have to do 
with the first two items is to break them 
down into two parts to find out what 
portion of each clerk’s time or each room 
is devoted to production and mainte- 
nance functions. Travel and supervisory 
salaries need no analysis, being entirely 
production items. Other items don’t 
warrant elaborate analysis. 

Instructions Easily Followed 

“Our Cost Analysis Form is simple 
and shows you, or any of your general 
agents, how to analyze agency cost, 
complete with instructions which any 
cashier can follow. We hope the intro- 
duction of this new form will encourage 
many companies to study their expenses 
on a scientific basis.” 

As a testimonial for the Cost Analysis 
Form, Mr. Murray described his com- 
pany’s experience with the device. 

“We sold our managers on the analy- 
sis,” he related, “by having a few guinea 
pig studies, and the managers were so 
pleased that they immediately became 
our salesmen. Requests began to come 

(CONTINUED ON PAGE 20) 














PROMINENT FIGURES AT INSURANCE INSTITUTE OF NEBRASKA CONDUCTED BY INSURANCE FEDERATION 


OF THAT STATE AND UNIVERSITY OF NEBRASKA AT LINCOLN. 

From left: Earl S. Fullbrook, dean of college of business administration, University of Nebraska; Eugene M. Thoré, general 
counsel of Life Insurance Assn. of America; (inset) Dudley Dowell, vice-president of New York Life; E. J. Faulkner, president 
of Woodmen Accident and of Insurance Federation; H. G. Kenagy, public relations vice-president of Mutual Benefit Life; W. R. 





Official to Be 
L.LA. Speaker 


The program for the annual meeting 
of Life Insurance Assn. of America in 
New York City Dec. 7 has been an- 
nounced. A substantial portion of the 
all-day meeting will be devoted to open 
forum discussions of current problems 
by leaders in the business. It is ex- 
pected that the Washington situation 
will receive particular attention. 

Results of special surveys forecasting 
the amount of new life insurance pur- 
chased, life insurance in force at the 
close of 1950, and disbursements to 
policyholders and beneficiaries will be 
announced. There also will be a report 
giving the latest available data on life 
insurance investments and_ indicating 
trends in that field. 

The presidential address by Carrol M. 
Shanks, president of Prudential, will 
open the sessions. There will then be 
various reports, after which the meeting 
will be turned over to the forum dis- 
cussions. 

An address by Winfield W. Riefler, 
noted economist and assistant to chair- 
man McCabe of federal reserve board, 
will open the afternoon session. He is 
expected to analyze current and pros- 
pective economic developments and dis- 
cuss government policies that may be 
followed in meeting them. 

The forum discussions will then 
resumed and will continue for the 
mainder of the meeting. 

At the traditional association lunch- 
eon, plans are being made for an at- 
tendance of more than 500. The direc- 
tors will meet the afternoon of the 
preceding day. The meeting will be open 
to representatives of any member com- 
pany. 

The committee in charge of arranging 
the program is headed by Richard B. 
Evans, president of Colonial Life. 


re- 





Home State at $100 Million Mark 

Home State Life of Oklahoma has 
reached its 1950 goal of $100 million of 
insurance in force. It is the first life 


insurance company in Oklahoma to pass 
the $100 million mark. 








Mutual Life October Leaders 

The H. W. Persons agency of Mu- 
tual Life at Chicago led all the com- 
pany’s agencies in volume of insurance 
sold in October. The Grand Rapids 
Charles E. Brown, manager, 


agency, 
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A THOUGHT FOR 
THANKSGIVING 


“America is another name for 


“Our whole history appears 


like a last effort of Divine 


—RALPH WALDO EMERSON 


was first in number of policies sold and 
third in volume. 

Cleveland, managed by Edward C. 
Danford, held second place in both vol- 
ume and policies. The Richard E. 
Myer agency, New York, was third in 
policies sold. 
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Invest $100 Million 
in Labrador Project 


Life companies have gone the farthe 
north in their history to invest a totd 
Labrador ira 


of $100 million in the 


ore project. 
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A spokesman for Harriman Ripley 
and Co. said 19 life companies wer 
involved. Although he declined to nam 
them, he said they represented the majaj 
ones in the country. Sale of first an 
collateral mortgage 334% bonds was }y 
the Iron Ore Co. of Canada. 

The deposits in the northern county 
are estimated at more than 400 milli 
tons of high grade ore. Mining, rai 
road and handling facilities will be co 
structed and ore shipments should sté 
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in 1955. Production 
million tons a year. 


dor to the St. Lawrence 
thence to Quebec. 


Guertin Addresses Neb. 
Institute at Lincoln 





Alfred M. Guertin, actuary of Ame 
Chicago, 2 


ican Life Convention, 
dressed Nebraska Insurance Institute 
Lincoln. 


He said several formulas have bed 
suggested for taxing life companies 4 
1951 but that “none of them are back 


by the entire industry.” 


taxes will mean a loss or gain, resp 
tively, to the policyholder. 

Mr. Guertin also touched on a nu! 
ber of insurance problems brought ab 
by the current Korean war. 





Manhattan in D. C. 


Manhattan Life has been admitted 
the District of Columbia. It 1s 
licensed in California, Connecticut, ( 
orado, Florida, Illinois, Indiana, Mid 
gan, New Jersey, New York, Ohio, 0 
gon, Texas and Washington. 





Murray Latimer, Washington empl 
benefit plan consultant, spoke at! 
Nov. 15 dinner meeting of the Ameri 
Pension Conference. 





Vincent B. Coffin, vice-president 
Connecticut Mutual Life, addres 
Nashville general agents and manag 
Monday. 
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| popularize Monthly 
Premiums, Cut Their 
iCost, Dowell Urges 


Insurance May Be 
Bucking Popular Trend, 
He Tells Nebraska Institute 







It is time that the life insurance busi- 
ness reexamined the question of monthly 
premiums with the aim of making them 
more attractive both to the companies 
wd the policyholders, said Dudley 
well, vice-pres- 
oe of New York 
Life, in his talk at 
the University of 
Nebraska insurance 
institute. 
Mr. Dowell 
pointed out that 
while today agents 
of most companies 
iscourage monthly 
premiums and the 
companies them- 
selves penalize this 
mode of payment, 
nevertheless there 
appears to be an 
a unmistakable movement towar dthe 
ject monthly premium. Only 6% of New York 
Life’s total number of policies involve 

the farthe#monthly payments but last year 20% of 
est a totdinew policvholders bought insurance pay- 
rador itfable by the month, Mr. Dowell remarked. 
; “This is not surprising,’ he said. 
ian Riplef\odern society is conditioned to 
anies Wenonthly payments. As a matter of fact, 
ed to namfwhat leading industry serving consum- 
1 the majifers, other than insurance, places so much 
f first afemphasis on the annual payment? Not 
nds was ifthe seller of automobiles, nor the seller 
i refrigerators, nor furniture. Certainly 
rn COUuNEot the seller of new homes! Why? 
400 millofiRecause monthly payments have enabled 


ining, Téithese industries to sell more of their 
vill be cot roduct. 
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ned this question. We have, at our dis- 
posal, the benefit of many new methods 
n the handling of collections, including 
he help of much mechanical equipment. 
Monthly premium collections may never 
’e as low in cost as those on an annual 
vasis. Developed on a large scale, how- 


River a 
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> of Ameme’et the cost spread can be greatly 
F “arrowed, f i i aa 
icago, 2 ed. But of prime importance 


ve may be providing the service that 
ur customers want and expect. It may 
rove an effective means of persuading 
nem to step up their buying of life in- 
urance. Again, this whole question is 
ne that begs for facts that only market 
pid cost research can produce.” 

Mr. Dowell also dealt with of what he 
alled “budget insurance”—the wrapping 
Pm one policy of a mixture of types 
{msurance to cover the changing needs 
ta policyholder over his life span. Such 
policy would provide at the outset cov- 
rage that recognizes that a man’s in- 
ome will increase as he grows older and 
‘quires additional responsibilities. The 
policy would shift automatically to more 
protection on a non-reserve basis when 
fe family has another child. It is not 
ipossible to provide all this in a single 
policy, he said, and one of the incidental 
fects would be to restore a proper bal- 
nce betwen term and cash value in life 
isurance in the average man’s program. 


erm Trend Needs Controlling 


There is no mistaking the drift toward 
™M insurance in the past several years, 


Institute 


have bet 
mopanies | 
are backel 

















rer tax SJ 
nately rai 
e compall 
ain, resp 


on a nw 
ought abe 


admitted 
It is @ 
cticut, Ct 
ana, Mic! 
Ohio, 0 












ron empl 
oke at. 
e Ameri 


". Dowell pointed out, but said that it 

resident * trend that sales management should 
addres : control rather than merely follow- 
1 mane” the lines of least resistance in its ef- 


(CONTINUED ON PAGE 20) 








waa 









R. E. Murphy, left, 
California - Western 
States; C. J. Zimmer- 
man, L.I.A.M.A., and 
Sayre MacLeod, Pru- 
dential, at the recent 
L.I.A.M.A. meeting 
in Chicago. 



























E quitable Society 
Divides Ind.., Ia. 


Equitable Society has opened new 
agencies in Fort Wayne, Ind., and Cedar 
Rapids, Ia. 

Claire E. Miller will head the Fort 
Wayne agency, which will handle the 
northern half of the state. Fitzhugh 
Traylor, manager at Indianapolis, who 
formerly had the entire state, will con- 
tinue to be responsible for the sourh- 
ern half. 

Mr. Miller joined Equitable at Web- 
ster City, Ia., 17 years ago, becoming 
district manager at Atlantic, Ia., in 1938, 
then going to Waterloo, Ia. Before tak- 
ing up insurance he was assistant prin- 
cipal and dean of boys at Cedar Rapids 
high school and principal of a Webster 
City high school. 

Howard W. Mixson will service east- 
ern Iowa, with headquarters at Cedar 
Rapids. The C. W. Poole agency, Des 
Moines, which formerly handled the en- 


tire state, will serve the western area. 
Mr. Mixson joined Equitable at Lin- 
coln, Neb. in 1945, became district man- 
ager in 1946 and developed an organiza- 
tion that placed him among the top four 
district managers in the country. He 
was a lieutenant-colonel on Gen. Mac- 
Arthur’s staff in the second war. 


Traylor’s Background 


Mr. Traylor became manager at In- 
dianapolis in 19443 and sinec then has 
expanded his agency from 75 agents and 
eight unit managers to 124 agents, 10 
unit managers and 10 field assistants. 
He joined the company at Boston in 
1922 and moved to Indianapolis in 1928 
as district manager, later serving in 
Philadelphia as agency instructor and 
Boston as manager. 

Mr. Poole joined the company at St. 
Paul in 1927, became field assistant 
there, district manager in Minneapolis, 
and manager at Aberdeen, S. D. He 
went to Iowa in 1946 and last year his 
agency produced more than $12 million 
for Equitable. 











the circle. 





just a lecture course. 





Paul Jones 


At a dance there must be dancers and there must be 
music. There may also be observers. For some of the 
audience are there to enjoy the music and others are 
there to watch the dancers. But when Paul Jones calls 


for a dance everyone must grab a partner and get into 


| The committee in charge of a sales conference would 
be wise to keep the whole program as completely co- 
operative as a Paul Jones dance. Everyone present can 
be involved, the audience just as actively as the plat- 


form group. This will make it really a conference, not 


There are various techniques by which the audience 
can be given a share in the program. For example, ques- 
tions from the floor and answers from the floor. These 
can be fitted into the program and provide one thing 


that the meeting needs, the Paul Jones idea. 
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LIAMA Sends Out 
Questionnaire on 


Handling Agents’ $5 


Will Pass Along to 
Companies Ideas of 
Value So Obtained 


L.I.A.M.A. has sent to member com- 
panies a questionnaire on problems aris- 
ing from agents being placed under so- 
cial security. The purpose is to enable 
L.I.A.M.A. to pass along to the com- 
panies ideas that will be of value in the 
solution of these problems. 

A fulltime agent, for social security 
law purposes, is defined as one who was 
not an employe under the common law 
definition but who devotes his principal 
time to the sale and service of life insur- 
ance for one company, is probably fur- 
nished desk space, stenographic assist- 
ance, telephone facilities, forms, adver- 
tising material, etc., usually at little or 
no cost to himself. 


Samples of Questions 


Included in the questions are such 
points as these: Has the company de- 
cided whether or not it will consider its 
full-time agents as employes for social 
security purposes under the revised law? 

Under your full-time agent’s contract, 

is the agent under contract to the com- 
pany or to the géneral agent? If the 
agent’s contract is now made with the 
general agent, are you considering a 
change so that the contract will be made 
with the company? Why is this change 
being planned? 
_At what level will the employe’s por- 
tion of the social security tax be col- 
lected or withheld: By the home office? 
By the agency? Please give reasons for 
making this decision. 

At what level will the social security 
tax records be maintained and the tax 
reported: At the home office? At the 
agency? 

Payment of Employer’s Share 


If you have general agencies, how will 
the employer’s share of the tax actually 
be paid: From home office funds? By the 
general agent as representative of the 
home office with the amount to be re- 
funded by the home office? By the gen- 
eral agent from his own funds? 

Is the social security tax to be based 
on earnings on: Ordinary insurance 
only? Ordinary and A. & H. insurance? 
Ordinary and group insurance? Or- 
dinary, group and A. & H. insurance? 

Gross or net premiums: Are your 
agents required to report first premiums: 
On gross basis? On net basis? Are 
you contemplating a change requiring 
that first premiums be reported on a 
gross basis? If you continue to accept 
first premiums on a net basis, how do 
you plan to collect the tax from the 
employe? 


GENERAL AGENTS’ SS 








As to. social 


security for general 

agents the questionnaire includes the 
following: 

Does your company under the new 


social security legislation consider that: 
General agents are employes of the com- 
pany? General agents are self-employed? 

If the general agents are considered 
as self-employed will the social security 
tax be paid: By the company? By the 
general agent himself? If the general 
agent pays the tax does the company 
plan to reimburse him for the entire 
amount? Does the company plan to re- 

(CONTINUED ON PAGE 19) 
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L.I.A.M.A. Works at Shirt Sleeve 


Level Through Trainers’ Sessions 


Outstanding innovations at this year’s 
annual meeting of L.I.A.M.A. were the 
trainer’s conference held on the after- 
noon following the close of formal 
activities and on the following morn- 
ing. All hands agreed that these meet- 
ings accomplished their primary pur- 
pose of encouraging discussion of agent 
and managerial training not only among 
top agency men, but by all the men on 
their staffs responsible for training. 
This had the desirable effect of drawing 
to the L.I.A.M.A. meeting a number 
of younger men in the lower agency 
department echelons who have not in 
past years been attending such meetings. 
It resulted also in attendance by a 
number of agency managers and assist- 
ant agency managers. In short, not 
only were the men present who at the 
higher levels plan broad training stra- 
tegy, but many of their subordinates to 
whom the task of actually doing the 
training falls were on hand. 


failure. This is a decision which has 
apparently assumed more importance in 
recent years and a point which has to 
be determined with some _ exactitude, 
because so many of the large companies 
are operating training programs on a 
close schedule. A man is supposed to 
have just so much training at a point 
and to be making certain minimal prog- 
ress and a certain minimal production 
or the company has got to lop him off. 

Leland C. Tallman, California-West- 
ern States, termed it the practice of 
his company to establish these definite 
minimal points. When a man falls down, 
he is dropped without much ado. Mr. 
Tallman made it clear that he was talk- 
ing about a brand new agent. After 
brief preliminary training his company 
has the man establish a three-month 
minimum budget. If within the three 
months which represents his first field 
work he fails to live up to this budget, 
he is not passed on for further train- 
ing in a fairly rigid company training 
program and is dropped. Harold W. 


The conferences were divided into 
three sections after an opening session 
presided over by Frederic M. Peirce, 
L.I.A.M.A. Ray E. Fuller, Equitable 
of Iowa, as chairman, was the guiding 
genius of the sessions. Ward Phelps, 
Mutual Life was chairman of the large 
companies’ conference; Roger Bourland, 
Liberty Life of South Carolina, di- 
rected the small companies’ session and 
W. J. Hamrick, agency vice-president 
Gulf Life, piloted the combination com- 
panies’ discussions. 

In each meeting, the tactic was fol- 
lowed of having certain agency officers 
deliver papers on training and then to 
follow these talks by discussions. A 
healthy sign was that the most interest- 
ing and in many ways the most signi- 
ficant discussions arose from the floor 
following the more formal presentations. 

The large companies were much pre- 
occupied with knowing when and for 
what reasons to cut off an agent as a 








NUTS AND 


bolt? 


prospects do with them. 















Did you hear what little Johnny came up with 
when his teacher asked him to describe a nut and 


“A bolt,” he said, “is a thing like a stick of hard 
metal such as iron, with a square bunch on one end 
and a lot of scratching wound around the other end. 
A nut is just like a bolt, only opposite, being a hole 
in a little square bunch of iron sawed off short, with 
wrinkles around inside the hole.” 


Wonder what Johnny would do with such terms 
as “Non Forfeiture” and “Commuted Values”. 


Probably more to the point, we wonder what our 
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Life and Gasualty Company 
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HOME OFFICE: MINNEAPOLIS, MINNESOTA 
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Gardiner, Northwestern Mutual,  in- 
dicated he felt it is a mistake to pour 
all men in the same mold and_ pick 
an average figure which is supposed to 
mark each man’s progress at a certain 
point. Paul Norton, New York Life, 
agreed with Mr. Gardiner and indicated 
that his company sticks to the budget 
idea but allows a man leeway of 20% 
or perhaps more at three, six and nine 
month markers. Mr. Norton voiced 
the apparent opinion of a number of 
others in the room when he said that 
his company has found that where it 
has too strict standards of accomplish- 
ment, some of the potentially able 
agents may fall under it and be cut off 
from the company and then grabbed up 
by other companies with which they 
prove successful. 

Mr. Tallman replied that his com- 
pany does give a “second bite at the 
apple” to a few men on the recommen- 
dation of the managers, but that the 
men who do get this chance have not 
made any conspicuous success. Dan D. 
McLaughlin, Northwestern National, 
said that of the men they have given a 
“second bite’ only one has made the 
grade. Douglass N. Ellis, Massachusetts 
Mutual, asked if the men being cut off 
by California-Western States were 
financed men or pure commission men. 
Mr. Tallman said that some _ were 
financed and some were not. Mr. Norton 
said that his company is forced to be 
more strict with salaried men than with 
those on commissions. 

Mr. Tallman described the _ strict 
initial and continuous training sched- 
ule of his company which has brought 
them excellent results. His company 
gives a new recruit some preliminary 


BOLTS 


training, then two weeks in the Office 
making nothing but prospecting alk 








Novem 


=— 


Prov 
For 


Insu 


The 
Teache! 
the pro 















followed by 13 weeks in the field api 
then an additional 60 day period in th 
field to consolidate the 13 week activity 
If at the end of the three months ; 
the field, the man has met the mini 
mum budget which he has set for the 
financial needs of his family, he js in 
vited to a five-day home office schog 
The men who qualify for the five-dy 
home office school, return and enter; 
three month contest with other mep. 


bers of their classes. Men are the 
launched into simple  programmin 
training and _ then into i , 


i intermedia 
training, L.U.T.C., and C.L.U. 


Manager Is Key Man 


As Mr. Tallman put it, it is Ca 
fornia-Western States philosophy thy 
training is not primarily a home off, 
function but that the agency manage 
is the key man who “breathes life int 
the program.” The company require 
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exact weekly records on training ani 
production progress from the agents an 
managers. Those parts of the training 
program developed by the company 
have been mimeographed rather the 
printed, so that the company will ny 
have any hesitancy about changing th 
program to fit the times, simply becauy 
of the costs of printing. The compan 
requires agents to submit daily repors 
for two years and the agent does ng 
receive his money unless he complie 
with this rule. ‘“Never require recoré 
about which you don’t do something’ 
Mr. Tallman warned. The records ¢ 
the agents of his company are serv: 
tinized closely to see where the me 
are falling down. 


New York Life Revamping 


Mr. Norton, who has recently bees 
charged with revamping a good part 0 
the training material offered by New 
York Life, said that when he first a 
proached the job he discovered that hi 
company’s material put too much em 
phasis on education and not enougi 
on training. It is his theory that mos 
of the men whom his company wi 
contract are men of fairly good educ 
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tion and intelligence who do not net 
education nearly so much as they net 
specific training in life insurance sél 
ing and planning. With this in min 
New York Life established an “ave 
age” agent and directed all their trax 
ing toward this man. The New Yor 
Life average agent is 30 years ot ag 
has had two years of college, bett 
than average intelligence and a tale 
for selling. Mr. Norton and the cot 
pany then set about training this m 
in inspiration about the business, knot 
(CONTINUED ON PAGE 18) 
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Program Given 
For University 
Insurance Teachers 


The American Assn. of University 
Teachers of Insurance has announced 
the program for its meeting to be held 
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icago, Dec. 27-29. 
Soe will be held at the Palmer 

House, Congress hotel, and University 
Club. The opening session, held jointly 
with the American Finance Assn. and 
American Statistical Assn. will be at the 
Palmer House the morning of Dec. 27. 
The chairman will be James J. O'Leary, 
Life Assn. of America. There will be 
papers on “Unusual Features of Life 
Insurance Investments, ’ by Sherwin. Cc. 
Badger, New England Mutual Life; 
“The Valuation of Securities Held by 
Insurance Companies,” by Harold G. 
Fraine, University of Wisconsin; “Di- 
rect Placements of Life Insurance Com- 
panies,” by George T. Conklin, Guar- 
dian Life. 

That afternoon, at the Congress hotel, 
there will be a joint session with the 
American Statistical Assn. on develop- 
ments in actuarial science. Chairman will 
be Cecil J. Nesbitt, University of Michi- 
gan, Papers will be given by Charles A. 
Spoerl, Aetna Life, on “Actuarial Sci- 
ence: Survey of Theoretical Develop- 
ments’; and by E. A. Lew and Frank 
Weck, Metropolitan Life on “Actuarial 
Science: Survey of Practical Applica- 
tions.” 

To Discuss Visual Aids 


The morning of Dec. 28 at the Uni- 
versity Club the subject will be visual 
aids in insurance teaching. Chairman 
will be Ross M. Trump, Washington 
University. R. Wilfred Kelsey, Institute 
of Life Insurance, will present a paper 
on “Visual Aids in Life Insurance 
Teaching,” and H. Paul Abbott, Insur- 
ance Company of North America, will 
present one on “Visual Aids in Prop- 
erty- Casualty Insurance Teaching.” 
There will be discussion by Dan McGill, 
University of North Carolina and Robert 
I. Mehr, University of Illinois. 


To Review Half-Century 


The afternoon session, also at the 
University Club, will be devoted to a 
review of the half-century in insurance, 
with Ralph H. Blanchard, Columbia 
University, as chairman. Papers will be 
presented by Henry H. Jackson, Na- 
tional Life of Vermont, on “The Hali- 
Century in Personal Insurance”; by Mil- 
ton W. Mays, Insurance Executive 
Assn., on “The Half Century in Prop- 
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dean of the 
Half-Century in Insurance Education.” 


C. M. Kahler, University of Pennsyl- 
vania, vice-president of the teachers’ 
association, 1s program chairman. 


———————— 


aging director of L.I.A.M.A., and Ford D. 
Munnerlyn, American General of Texas. 
chat during a lull in the L.I.A.M.A. pro- 
ceedings at Chicago. 


erty-Casualty Insurance”; and by David 
McCahan, University of Pennsylvania, 
American College, “The 


The annual business meeting and din- 


ner will follow, at the University Club. 
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RARE WIT ABOUNDS AT DINEEN DINNER 


The hundred or so case - hardened 
campaigners on the insurance martini 
and banquet circuit were given a treat 
instead of treatment at the dinner at 
Chicago welcoming Robert E. Dineen 
into the middlewest, and into the “in- 
dustry.” Mr. Dineen, former New York 
superintendent and now vice-president 
of Northwestern Mutual Life, got a few 
minutes of sincere and discriminating 
praise, but otherwise it was topflight 
gridiron fare with two old masters in 
the persons of Chase Smith, general 
counsel of the Allstate companies, and 


Henry Moser, general counsel of All- 
state, dishing it out. Then for some 
extra fillips, there was President Ed- 
mund Fitzgerald of Northwestern Mu- 
tual, who rose to the spirit of the occa- 
sion with rare wit in describing the 
impact of Northwestern Mutual on Di- 
neen and the impact of Dineen on 
Northwestern Mutual, and also there 
was Governor Val Peterson of Ne- 
braska, who was in tow of Insurance 
Director Bernard Stone of that state, 
and who was enroute back to Nebraska 
from New York where he had made 








The speaker will be Newell R. Johnson, 
of the American Mutual Alliance, former 


nsurance commissioner of Minnesota. 








At LIAMA Meeting 





John Marshall Holcombe, Jr., left, man- 





GROWING FAMILY 











an appearance on the Meet the Press 
program. He gave a serious message 
on the problem of communism, but also 
gave appreciated evidence of his lighter 
side. 

Lee Shield, former Ohio superintend- 
ent and now with American Life Con- 
vention, was the main organizer of the 
dinner and he was able to relax as soon 
as he had presented Chase Smith as 
toastmaster. The group included many 
commissioners and_ ex - commissioners 
and “industry” people that have been 
hacking out together the new pattern 
for insurance supervision since the days 
of the S.E.U.A. decision and thus there 

















(3) LIFE INSURANCE 





(4) HIS THANKSGIVING 


This is the sixth in a series of advertisements on the peace-of-mind which 


comes with ownership of life insurance. Each one is presented as a serious 


tribute to every life underwriter in the business who is helping people to 


understand and to use life insurance to solve life’s financial problems. 


HomeE LIFE INSURANCE Co. 
256 Broadway, New York, N. Y. 


“A Career Undoritriters’ Company*’ 




















November 24, 1959 Novem 





=—— 























Or 

















Orxz IN every three Occidentai 
Group insurance sales is gift insur- 
ance and a high percentage of these 
cases go in force at Christmas. 


That’s what makes Occidental’s new 
“10-Plus” package plan of Group 
hospital and surgical benefits for 
cases as small as 10 lives so timely. 


It brings a needed new coverage to a 
little worked market at the moment 
when Christmas gift Group has its 
greatest appeal. A pocket-size sales 
kit provides complete material to 
open, close and install “10-Plus” sales. 
Yes, it’s about the time of year when 
Occidental agents will be making 
extra Christmas commissions with 
“10-Plus ”. 
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cidental Life 


INSURANCE COMPANY of CALIFORNIA 
V. H. JENKINS, Senior Vice President 


“WE PAY AGENTS LIFETIME RENEWALS...THEY LAST AS LONG AS YOU 00” 








was a rich field for the gridiron touch. 
One of Mr. Smith’s witticisms that im- 
mediately got into circulation from 
coast to coast was his reference to the 
all industry committee “where we 
learned to love each other so well and 
watch each other so carefully.” Another 
reference that brought down the house 
was Mr. Smith’s identification of C. F. J. 
Harrington during the introduction of 
the head table contingent, as “at this 
hour, insurance commissioner of Massa- 
chusetts.” He was, of course, referring 
to the question of Mr. Harrington’s offi- 
cial fate which has been in the balance 
since last April when his term expired. 

Chase Smith referred to the three 
great impacts on the insurance business 
as being Paul vs. Virginia, the S.E.U.A. 
decision and the appointment of Dineen, 
and “that,” he quipped, “was the worst 
of all.” 


Sullivan Speaks for N.A.I.C. 


Frank Sullivan of Kansas, who had 
just tucked away his opposition in the 
race for insurance commissioner Nov. 7, 
spoke for National Assn. of Insurance 
Commissioners of which he is  vice- 
president. 

Mr. Dineen spoke briefly and appre- 
ciatively saying that in the New York 
department, his policy had been to ap- 
point “bright boys,” give them authority 
and hold them accountable for results. 

Mr. Fitzgerald won the crowd from 
the outset of his remarks when he said 
that Northwestern Mutual won the Bob 
Dineen sweepstakes or claiming race. 
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Adds Agency Section 


DALLAS — Agency executives of 
member companies of Texas Life Con- 
vention have formed an agency section, 
modeled along the lines of the A.L.C. 
organization. Its officers are: Chairman, 
Ford Munnerlyn, vice-president Ameri- 
can General Life; vice-chairman, R. R. 
Davenport, 2nd vice-president South- 
western Life, and _ secretary-treasurer 
Vernon Singleton, vice-president United 
Fidelity Life. 





Life of Va. Open House 


J. J. Miller and D. A. Medaris, who 
were recently appointed manager and as- 
sociate manager, respectively, for Life 
of Virginia at Chicago, were hosts at 
an open house in their headquarters at 
208 South LaSalle street. 

Home office officials on hand included 
Willis J. Milner, Jr., vice-president in 
charge of ordinary agencies; Harry P. 
Anderson, vice-president in charge of 
weekly premium agencies; J. Cowin 
Smith, vice-president, and John W. Mur- 
phy, assistant vice-president. 





110 East 42nd Street 


North American Reassurance Company 


J. Boward Oden, President 


New Pork 17, N. V. 
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MONTCLAIR —Bankers Nation} 24 28°" 
Life has expanded its agency organin.§ Life & ; 
tion in Newark and has designated 4 lation—S 
general agents there Morris-Daly Asso. § @" tT 
ciates. Arthur P. Morris has been with AGH. E 
the company there since 1949 and Pete p “ 0. E 
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F. Daly, since last September. Paul-Mer 
The appointment is in line with ; pot sel 
modification of the company’s agenc slove Ed 


organization to emphasize the develop- Much 
ment of young general agencies com.” v° 
prised of career agents. Both genera es 

agents will continue partial personal me me 
production. Some of their time each ‘eld : gp 
week will be allocated to work with} (~° : 
new agents in the field or at the office, psig 1 
the remainder to agency management = — 
and selling. agen 
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One in, One Out $150 to $3 
Ay . P he means 
A feature of the Morris-Daly setu§ ¥- gs99 an 


will be that the general agents will alter- ie ins 
nate their days in the office and out sell- — eg 
ing, so that one of them will alway: cong 
be in the office for consultation with 
agents. 

Mr. Morris graduated from Albright 
College in 1936 and entered life insur 
ance with Connecticut Mutual in 1938 
at Newark. In 1940 he joined Home 
Life of New York, leaving in 1949 to 
go with Bankers National as genera 
agent. 

Mr. Daly joined Home Life of New 
York as an actuarial student in 193 
after graduating from Fordham Univer Agents anc 
sity. After six years in estate plannim— yy, Sch 
work he entered the field as an agent a when > ag 
Newark. He has progressed _ through pretation 

: : : ( 
various L.O.M.A, and C.L.U. cours} a: applied 
and is an L.U.T.C. instructor. Both met} avaiable ;. 
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Honor Conn. General Vets 


Staff members of Connecticut Generd 
with 25 or more years of service weft 
entertained at dinner by the company. 
The 25-Year Club now has 153 mem 
bers, with a total service of more that 
4,600 years. 

Senior member is George E. Bulkley, 
a director and for many years vice-pft 
ident, who has been with the compatl 
53 years. Senior member of the activt 
staff is Fred F. Carpenter of the comp 
troller’s department, with 44 years. New 
members for this year’s dinner numberti 
20. 


























The C. J. Adams general insurantt 
agency in Atlantic City has been nam 
to represent Philadelphia Life by Bald! 
& Co., south Jersey managers for tht 
company. The life department will be 
under J. Nelson Berner, vice-presidet 
of the agency. 
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Minn. Regional 


MINNEAPOLIS — Some 100 A.&H. 
executives from North Dakota, Nebras- 
ka, Iowa, Wisconsin and Minnesota at- 
tended the regional meeting here of 
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H&A. Underwriters Conference. Pres- 
ident E. J. Faulkner, Woodmen Acci- 
dent, in opening the session said today’s 
4.&H. problems stem from change in 
philosophy, increased complexity of 
modern life and rapid growth of the 
business, now a $1 billion industry from 
the premium standpoint. Presiding at 
the morning session was Mel W. Hobart, 
president Ministers Life & Casualty 
Union, and in the afternoon Paul Cle- 
ment, president Minnesota Commercial 
Men’s, substituting for H. P. Skoglund, 
president North American Life & Cas- 


ualty. 
Sharp Program Presented 


C. O. Pauley, conference managing 
director spoke on “Insurance Depart- 
ment Activities and Proposed Legisla- 
tion;” George W. Jacobson, general 
manager Group Health Mutual, “Insur- 
ance Against Catastrophic Medical 
Bills;” J. E. Scholefield, vice-president 
and agency director of North American 
Life & Casualty, “Social Security Legis- 
lation—Status of Agents;” J. M. Wick- 
man, secretary North American L. & C., 
“4. &H. Insurance Underwriting;” Rob- 
ertt O. Baker, supervisor of sales St. 
Paul-Mercury Indemnity, “Hospital In- 
surance,’ and Roy MacDonald of the 
conference headquarters staff on “Em- 
ploye Education”. 

Much interest was shown in catas- 
trophic medical insurance. Mr. Jacobson 
said the opportunity to provide protec- 
tion against catastrophic bills is a fertile 
field for the insurance method. On the 
straight initial deductible type he feels 
that the best area for its application is 
from $100 to $500 deductible. Probably 
the median would be somewhere about 
$150 to $300 initial deductible. By that 
he means starting deductions with $150 
or $300 and going up to probably $1,500 
at the highest. 

He listed these advantages for this 
coverage: It covers an insurable risk. It 
affords basic protection against catas- 
trophic medical expenses. It provides 
real protection at a low rate. The pre- 
mium need not be loaded to take care 
of uninsurable items. Among people in 
the better income brackets it should be 
quite salable. It can be used as real ex- 
cess Coverage supplemental to basic 
medical care coverages and direct serv- 
ice medical care plans. 


Agents and Social Security 


Mr. Scholefield said the best guess on 
when the Treasury Department’s inter- 
pretation of social security regulations 
as applied to insurance agents will be 
available is Dec. 31. ‘He suggested five 
things the individual company can do 
now: (1) Determine to best of its ability 
which men are to be classified full-time; 
(2) whether general agent or home office 
will make tax return; (3) whether it will 
cover its general agents; (4) how it will 
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results in improving public relations. 


reimburse its general agents; (5) if agent 
represents two companies, which one is 
to be regarded as the employer. 

Mr. Baker said most private hospital 
rooms in St. Paul cost $14.50 and are 
gong higher. He feels most hospital 
Plans today provide only token cover- 
age and the need for providing more 
adequate coverage presents a_ terrific 
problem. He said: “cost is not the prime 
problem, but coverage.” 

Mr. Pauley recommended to all com- 
Paties Operating in California, in view 
ol passage of the minimum benefits law, 
which becomes effective Jan. 1, that they 


arrange to rider all present policy forms 
there to accord with the present law. He 
Praised the activities of Health Insur- 
ance Council, which under the direction 
ot J. R. Williams of the conference staff, 


€ said, has accomplished noteworthy 





Catastrophe LIAMA Leaders at Meeting in Cliieern 





Directors and top executives of L.I.A.M.A. at the annual meeting at Chicago: Left 
to right, front row, J. Holcombe, Jr., managing director of L.I.A.M.A.; George 
Dunbar, Mutual Life of Canada; R. E. Murphy, California-Western States Life; Sam 
E. Miles, Provident Life & Accident, retiring president of L.I.A.M.A.; W. P. Worthing- 
ton, Home Life of New York; W. R. Jenkins, Northwestern National; and C. J. Zim- 
merman, associate managing director of L.I.A.M.A.; back row, Sayre MacLeod, Pruden- 
tial; Olen E. Anderson, John Hancock, new president of L.I.A.M.A.; T. T. Wallace, 
Great American Reserve; H. L. McConachie, American Mutual; Guilford Dudley, Jr., 
Life & Casualty; R. J. Wood, Imperial of Canada; C. J. Summerhays, Beneficial Life, 
and D. Bobb Slattery, Penn Mutual. 


Name 4 Associate Managers 


Four associate managers have been 
appointed by Western & Southern. They 
are Roger H. Raab, Earl N. Jackey, 
Robert J. Mitten and Eugene E. Keller, 

Mr. Raab, who has been at the Battle 
Creek office will become associate man- 
ager there. Mr. Jackey has been at the 
Cincinnati Central district and will be- 
come associate manager there. Mr. Mit- 
ten, agent at East St. Louis, goes to 
Alton, Ill. Mr. Keller, formerly an 
agent at Cincinnati, becomes associate 
manager there. 


Dr. Holst C.L.U. Speaker 


Dr. Edward Holst, University of Wis- 
consin, will discuss “University of Wis- 
consin Cooperation with the C.L.U. 
Movement” at a luncheon-meeting of 
the Milwaukee C.L.U. chapter Nov. 30. 
The meeting will be open to all C.L.U. 
candidates and prospects, as well as 
general agents and managers interested 
in the development of new members in 
their agencies. 





According to a recent survey by 
Metropolitan Life, 40 years ago loss 
of life through scalds or burns was seven 
times as high as it is today. This is due 
largely to improved heating, cooking and 
lighting facilities. 
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pect often needs extra protection during his active working years. 
65 fits this need to a “T.” 


and extended insurance provisions are included. 


this low-cost assist to a well-rounded insurance program. 
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“Something New, John?” 


Our first women employees caused quite a stir among the boys. That was back in 1879. The 
Prudential was only four years old—but already showing signs of being an “up-to-date” com- 


One good indication that The Prudential still heeds the signs of the times today is our new 
Term to Age 65 policy. When taxes and prices rise, and the value of the dollar falls, your pros- 
Prudential’s new Term to 


This new policy may be converted without a medical examination to the Modified 3 plan or 
Whole Life Paid-up at 85, at any time prior to age 60. Cash values, reduced paid-up term, 


Tell your prospect about Prudential’s new Term to Age 65 policy today. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 





He'll thank you for 


WESTERN HOME OFFICE 
LOS ANGELES, CALIF. 
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confidence in the future. 
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whose 50 years of 
progress has been 
built on service. 







Says Over-Optimism of Trusteed Pension 
Advocates Will Boomerang on Employers 
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anticipate higher mortality rates than 
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Proponents of uninsured, trusteed pen- the older people. This means that the By 
= : ‘ sion plans seldom present employers people who reach retirement age today 
Our philosophy of business is built around with a realistic pic- will live longer after retirement than [| Equitab 
our appreciation of people. To this we ture of interest the preceding generation. These factors J yynes, 
earnings, mortality must be assessed carefully. The oyt wreasurer 
attribute our success in the past and our rates and expense moded mortality tables frequently seq hire Life 
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He pointed out that the annuity pur. 
chase rates are guaranteed by an ingyr. 
ance company and that therefore the 
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uninsured plans are employer has no further responsibility J ther deve’ 
creating the erroneous impression among once the benefit is purchased. : Observe! 
employers that they can save up to 25% “As for expenses, there is no escaping f interpreted 
by having their pension plans handled them,” said Mr. Drake, “and such fig- F pointment 
through a trusteeship rather than ures as I have seen indicate the insur- f jeader in | 
through an insurance company. “Such ance companies expenses for handling J future ex] 


estimates can be arrived at only by un- 
realistic interest, mortality and expense 
assumptions,” he said. 


Sources of “Savings” 


He stated that in the majority of 
cases, the trustee advocates arrive at 
their estimates by assuming that 4 to 


pension plans are somewhat lower than 
those of the trusteed plans.” 

He further pointed out that any con- 
servatism on the part of the insurance 
companies in estimating interest or mor- 
tality does not add to the actual cost 
of an insured plan since savings are re. 
turned to the employer in the form of 
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¥29o more interest will be earned than dividends. One ot 
the insurance company guarantees as a will be to 
minimum interest rate, by assuming N,W. Mutual Veterans Meet f vlopments. 


higher mortality rates and by generally 
making no provision for expenses. 

He contended that the “exaggerated” 
interest rate cuts the cost estimate by 
about 6%; the high mortality rate by 
another 7 or 8% and the absence of 
any provision for expenses or con- 
tingencies another 5 to 8%, for a total 
of 20 to 25%. 

Mr. Drake said the history of interest 
earnings is not a happy one and that 
the present picture does not substantiate 
any great optimism for greatly increased 
yields. “Exaggerated interest assump- 
tions can play havoc with the employer,” 
he said, “because if as much as 4% less 
in interest is earned on a pension fund 
that was assumed in the cost estimate, 
the plan is underfunded by about 6%.” 


Wide Gap in Mortality Figures 


He stated that there is generally a 
wide difference of mortality assumptions 
between advocates of uninsured plans 
and the advocates of insured plans. 

“Mortality has been improving by 
leaps and bounds during the past 50 
years and medical men are currently 
devoting a great deal of time and effort 
in fighting the degenerative diseases of 


Northwestern Mutual Life’s Quarter 
Century Club initiated 25 new members 
at a dinner meeting at Milwaukee. The 
group now has 235 active members, 
whose total employment adds to 7,607 
years. Another 94 members are on the 
retired list. Edmund Fitzgerald, com- 
pany president, greeted the new mem- 
bers. George Ahlman is club president 
and Alex C. Milbrath, supervisor of the 
photographing department, with 52 years 
of service, honorary president. 


Mutual Benefit Life is displaying a 
new exhibit in the Fulton Street show 
window of the Alfred M. Best Con- 
pany, New York City insurance pub- 
lishers. It is the third of a series of 
historical exhibits prepared by leading 
fire, casualty and life companies. 





Mrs. Marion Stevens Eberly, director 
of the women’s division of Institute of 
Life Insurance, told the New _ Jersey 
Federation of Business and Professional 
Women’s Clubs that the reserves on the 
$10 billion of life insurance held by 
women are playing an important part m 
financing the war effort. 
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Four Chicago life and A. & H. leaders at dinner at Chicago for R. E. Dineen: 
Leo Cavanaugh, president of Federal Life; George Manzelmann, president of North 
American Accident; Ray Wetterlund, president-elect of Washington National, 
C. O. Pauley, managing director of H. & A. Underwriters Conference. 
Picture by Harry Fuller, special counsel of Zurich. 
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that the By A. A. HOEHLING 
3 today ; ; 
nt than Equitable Society has appointed G. D. 
e factors Hynes, formerly vice-president and 
“he out. treasurer Of Berk- 
tly used f shire Life, to the 
npetitors newly- -created post 
tes than B of vice- -president in 
They § charge of city real 
d might f state. Actually, as 
yer con- B ihe new coordina- 
creasing Bor of all real es- 
tate investments, 
Mr. Hynes will 
: have the widest lat- 
lity pur- B jtude in consolidat- 
in insur f ing present gains 
fore the § and pioneering fur- 
sibility F ther developments. 
Observers have G. D. Hynes 
escaping f jnterpreted this ap- 
such fig. pointment to mean that the company, a 
le insur- f Jeader in real estate investment, plans 
handling J fyture expansion in housing projects 
ver than J and business buildings as well. Current- 
ly Equitable is operating the large Clin- 
ny con- Pion Hill and Fordham Village housing 
nsurance f projects in the New York City area, is 
or mor- breaking ground for a business building 
ual cost f project in the Golden Triangle of Pitts- 
5 are re- F burgh and is preparing for a similar ven- 
form of f ture in San Francisco. 
One of Mr. Hynes’ responsibilities 
will be to improve present housing de- 
Meet velopments. For example, Fordham 
Village, which is not fully rented, will 
Quarter Phe refurbished with garages, parks, and 
nembers f ultimately an elaborate shopping center. 
ee. The ; . 
1embers, } Responsibility to Public 
wh While expansion—as funds and mate- 
d. com- p tials become available—is expected to 
y mem. f be along the lines of both business and 
resident § Housing “developments, Mr. Hynes is ex- 
+ of the P ttemely conscious of the public respon- 
52 years sibility of all life insurance companies. 
"6 * THe feels that the aggregate billions now 
available by the companies for invest- 
. ment should in increasing proportion be 
aying:* channelled into outlets of prime human 
et show needs. Currently, and probably for years 
t . to come, this need is housing. 
pe The creation of the new vice-presi- 
leading dency also reflects a trend among large 
companies to look to real estate. They 
* find it particularly suited to their needs. 
directit With long term thinking peculiar to 
; ; Etheir nature, insurance companies can be 
tute 9 happy with, say, a 6% return, whereas 
joes the entrepreneur who wants quick re- 
pape sponse to his investment demands 10%. 
ld by Recently Thomas I. Parkinson, presi- 
arth dent of Equitable, said he favored an 
P increase of the limit from 3% to 5% on 


the amount of assets a life company can 
invest in income-producing real estate. 
At the same time he has long main- 







tained opposition to increasing the 
amounts of common stock life com- 
panies can hold. 

Objection to Common Stocks 

Equitable thinking has been that 





common stocks are far too variable a 













commodity to be compatible with the 
needs of such a business’s investment 
portfolio. Hence the company has 





turned to direct ownership of real prop- 
erty, from railroad cars to all manner 
of real estate, including a public building 
project in Pittsburgh. 

It is generally conceded that the coun- 
tty is headed for a period of low interest 
fates and decreasing market for good 
investments. Equitable, holding that it 
Is impossible to forecast how long such 
a situation may exist, believes that direct 
ownership of real estate is in increasing 
Proportion is the safest hedge against 
uch doubtful future for surplus funds. 
Similarly, it should guard against any 
a in the cost of life insurance 
self 
As to multiple housing projects, it has 
ten found that companies with those 















n: tt enting for not more than $21 per room 
of Norttre having the most success. There is 
nal, a0’B considerable waiting list, for example, 





for Metropolitan’s Stuyvesant Town. 
OWever units in other developments 
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City Real Estate 


Chief by Equitable Stirs Interest 


which run up to $35 a room are cur- 
rently finding few takers. 

New York Life is contemplating a 
project in Chicago's south side, which is 
one of the country’s most depressed 
large-city areas. Otherwise, most com- 
panies are holding on to what they have 
and awaiting clarification of the restric- 
tions, materials-availability picture be- 
fore committing themselves to future 
large developments. 

Mr. Hynes has had long experience in 
the investment field. Graduating from 
Colgate in 1925— where he was an out- 
standing football player —he spent six 
years in Wall Street before joining the 
First National Bank of Montclair, N. J 
He was vice-president of the bank when 
he resigned in 1945 to become vice-pres- 
ident and treasurer of Berkshire Life. 





NLRB Orders Reinstatement 


WASHINGTON—National labor re- 
lations board has ordered John Han- 
cock to stop “discriminating” regarding 
hire and tenure of employment of any 
employe because of having filed charges 


or testified under the labor relations act, 
or in any manner interfering with em- 
ployes’ rights under the act. 

The order requires the company to 
offer Samuel Kohen immediate employ- 
ment as agent in its district No. 5, 
Bronx, N. Y., office and make him 
whole for loss of back pay suffered from 
date of the alleged discriminatory re- 
fusal to hire him. The company is also 


ordered, upon request, to make avail- 
able to board officials, payroll, social 
security and personnel records, time 


cards, etc., necessary to analyze amounts 
of back pay and right of employment. 
Also to post at the district office notice 
of compliance with the board order. 





Doesn't Pay to Be Boss 


Some aides to heads of departments 
at the Nebraska statehouse earn a 
larger salary than do their bosses: In- 
surance Director Stone receives $5,000 
per year while two of his assistants, 
Walter J. Madden and Clifford Spang- 
ler, each receives $6,000. 


Study Three Pension Systems 


Bowles, Andrews & Towne, actuarial 
consultants of Richmond and Atlanta, 
have begun a detailed study of Chatta- 
nooga’s three pension systems—for fire- 





men and policemen, for school teachers 
and for general employes. It is the 
opinion of the city commission that the 
systems are unsound in their present 
status. 


Alvin E. Dodd, who has arrived this 
week in London to act as consultant 
to ECA, is well known to insurance 
men who have attended American 
Management Assn. insurance con- 
ferences. Mr. Dodd served the associa- 
tion as president for many years, 





Some 14 John Hancock agents com- 
pleted a two-week course in funda- 
mentals at the home office. 





Samuel J. Foosan- 
er, Newark attorney 
who has been re- 
tained by Bankers 
National Life of 
Montelair, N. J., to 
advise its field force 
on federal taxes on 
life insurance and re- 
lated legal and tax 
questions, is a mem- 
ber of Foosaner & 
Saiber and is a for- 
mer chairman of the 
life insurance _ sec- 
tion of the New Jersey Bar Assn. 
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You're right — these men are all working at what are considered non- 
hazardous occupations. The danger is that one or more may not be able 
to work tomorrow — or next month — or even next year. 


Sooner or later, accidents — on the street — in the home — at work — 
Serious sickness is bound to put others to bed for a 


That is why Disability Income ($10 Monthly per $1000) adds so 
much to the life insurance sales story. Provident Producers say it helps 
them to close a lot of good cases. 
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Keeping Panel Discussions Interesting 


Panel discussions have become in- 
creasingly popular at insurance meetings 
in recent years but just presenting a 
subject via the panel method is no guar- 
ntee that it will be entertaining or in- 
structive. The popularity of panels is 
in direct ratio to the intelligence, indus- 
try, imagination and resourcefulness that 
goes into their planning and execution. 

One characteristic of a lively and in- 
teresting panel seems to be that it is 
operated on what might be described as 
the “horizontal” as opposed to the ‘“‘ver- 
tical” basis. That is, instead of each par- 
ticipant going through his entire routine, 
followed by similar performances by the 
other members, under the “horizontal” 
plan each man is responsible for leading 
off the discussion on some phase of the 
general subject under consideration. 
Then the other members chime in with 
their comments on this particular as- 
pect and bat it around for however long 
seems justified. 

The moderator, of course, is a highly 
important figure in any panel and in the 
“horizontal” type he can do a lot more 
than in the “vertical” variety, because it 
is more natural and appropriate for him 
to get into the proceedings as inter- 
locutor. 

A successful panel needs a moderator 
who sufficiently nimble-witted and 
fast-talking to keep things going at a 


is 


rapid pace and who, above all, knows 
how to draw forth from the trained seals 


a sprightly discussion rather than a 
dreary recital. One of the most success- 
ful moderators takes some trouble 


in advance of his panel discussions to 
learn something about the methods of 
each man in the group. This enables 
him not only to ask questions that the 
man is prepared for but to spring some 
surprises. 

These unexpected questions are not 
aimed at putting the man on the spot 
but to bring out fresh and unstudied 
answers. For instance, this moderator 
asks the participant about the details 
of a certain case that he sold. The man 
on the panel doesn’t even know that the 
moderator ever heard of that particular 
case, though it may have been the source 
of some pride. The participant feels 
flattered that anyone has gone to the 
trouble of learning how he sells. Us- 
ually these surprise questions bring out 
the real facts, for the man hasn’t had 
time to add any self-glorifying details, 
if that is his inclination. 

The continued popularity of the panel 
method will 
largely on the skill with which panels 


of presentation depend 
are put on. For in spite of its excellence 
as a medium of entertainment and in- 
struction it must be skillfully used if it 
is to keep out of the passing fad class. 


Fine Insurance Record at Washington 


As Eugene M. Thoré, general coun- 
sel of L.I.A., observed at the annual 
meeting of L.I.A.M.A. in Chicago, the 
past year has witnessed the assumption 
of responsibility for national leadership 
on the part of the life insurance busi- 


ness. This is reflected particularly by 
determined and _ intelligent efforts in 
Washington. Traditionally the life in- 


surance business maintained an attitude 
of isolationism far as Washington 
was concerned, but it came to realize 
that a major policy change was in- 
dicated to meet the trend of events and 
become more active in Washington. 
The advent of the life insurance busi- 
ness on the Washington scene in full 
force has been attended by success, 
even though the political climate of the 
nation’s capital has not been exactly 
favorable. It is fitting at this juncture, 
with a new Congress soon to convene, 
filled with some new and more friendly 
faces, to appraise the record of the life 
insurance business at the close of what 


as 


might well be termed the opening era 


of comprehensive representation in 
Washington. Association people like 
Mr. Thoré, the more anonymous re- 


searchers on the association staffs, and 
a number of life insurance company 
executives and salesmen have appeared 
on the Washington scene and devoted 
long hours to the work. The box score 
these activities for the past year 
proves their time has been well spent. 
As Mr. Thoré outlined it for the 
L.I.A.M.A., here is the insurance leg- 
islative box score. 

The appeared before the 
congressional committee and (1) Proved 
it was free from monopoly. (2) Proved 
that it provided capital for small busi- 
ness. (3) Succeeded in influencing a 
number of sound changes in the social 
(4) Succeeded in getting 
through a satisfactory stop-gap com- 
pany income tax law. (5) Succeeded 
in preserving tax exemption for the 
interest element benefit in- 


on 


business 


security bill. 


in death 


stallments. (6) Defeated a subtle at- 
tempt to torpedo the tax exempt status 
of premiums paid for group insurance 
dependency welfare benefits. (7) Per- 
suaded the Senate banking and currency 
committee that stock life insurance 
companies should be excluded from se- 
curities and exchange commission regu- 
lations. (8) Supplied data on volun- 
tary health insurance plans to a Senate 
committee studying national health in- 
surance legislation. 

In the federal regulatory field the 
business: (1) Successfully attacked ar- 
bitrary wage and hour law regulations 
harmful to insured welfare plans. (2) 
Took steps to avoid the issuance of 
unfavorable rulings which would de- 
stroy the tax exemption accorded group 
accident and health premiums. (3) 
Laid the foundation for sound regula- 
tions dealing with social security cov- 
erage for full-time life insurance sales- 
men. (4) Cooperated in the preparation 
of the recent credit control regulation 
on new housing loans. 

Mr. Thoré also calls attention to the 
multitude of miscellaneous problems too 
detailed and obscure to mention, yet 
significant to the over-all objectives of 
the business and to an affirmative tax 
program through which the business 
hopes to correct some of the inequities 
in existing laws applicable to the rights 
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of policyholders and beneficiaries, 

Mr. Thoré points out that the typ 
of lobbying in which the life inguran, 
business engages does not rely upo} 
political influence and pressure. Jf j, 
a cooperative effort designed to assis 
Congress and the government agengj 
in reaching sound decisions on jm 
tant legislative proposals. Thoré 
marized the activity by saying, “Rip 
we are establishing contact so that, 
quiries involving our business will ¢ 
to us and not to somebody else, 
ond, we are watching developmen 
as to alert the business to tren 
activities which affect our business, g 
third, we are engaged in a positive ¢ 
fort of influencing legislation and go 
ernment regulation by  contribuyti, 
facts and knowledge’ which mig 
otherwise be ignored.” 

The review of positive achievemen 
which Mr. Thoré is able to make shoy 
inspire confidence that within the fj 
insurance business the quality ¢ 
leadership to solve problems in Was. 





= 


is 


ington and elsewhere. The life insy@§-———" 
ance business is proving that it can lip JOHN 


ager of Tr 
since 1940, 
home at A 
in both w 
tenant com 
division 19: 

MRS. F 
wife of Dr 
dent and r 
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confidence to tackle the new ones. Th 
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PERSONAL SIDE OF THE BUSINESS 
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Richard T. Stith, Jr., St. Louis super- 
visor of New England Mutual Life, was 
recently awarded the Distinguished Fly- 
ing Cross and 11 other decorations. He 
was cited for the D.F.C. in 1943 but had 
never been given the medal because he 
left the service at the war’s end. 

Lewis W. Douglas, retiring U. S. am- 
bassador to England and chairman of 
Mutual Life, disclosed that he may have 
to have his left eye removed. He has 
had several operations on the eye since 
he snagged it with a trout fly while fish- 
ing in 1949, 

Paul Jernigan, Penn Mutual, and Lee 
Leavell, John Hancock, are joint chair- 
men of the life insurance division of the 
of the “Forward in the ’50s” campaign 
of the Wichita Chamber of Commerce. 


Grace P. Hutchison, research as-- 
sociate, has completed 25 years with 
L.I.A.M.A. Only two other staff mem- 
bers have longer service records, John 
Marshall Holcombe, Jr., managing di- 
rector, and Elizabeth C. Stevens, secre- 
tary-treasurer. Miss Hutchison had been 
in the actuarial department of Travel- 
ers before going to L.I.A.M.A. A grad- 
uate of University of Rochester, she is 
also a former high school math teacher. 

Ann Arbor Life has elected as direc- 
tors Harley D. Peet, president of Peet 
Packing Co., Saginaw, Bay City and 
Chesaning; and Robert G. Kales of De- 
troit, president of Kales-Kramer Invest- 
ment Co. 

Cecil F. Cross, 
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agency director of Lincoln Nation 
Life, has had to enter the hospital fo 
another eye operation. He was unable 
to be at the recent L.I.A.M.A. meet. 


Clifford L. Morse, director of agencies 
of Phoenix Mutual, has been elected 
president of Trinity Alumni Assn. o 
Hartford. Mr. Moore was a member 
of the class of 1931. 

James L. Madden, vice-president ¢ 
Metropolitan Life, has been name 
chairman of a committee to recommen( 
candidates to the New York University 
council, governing body of the univer 
sity, to succeed Chancellor Harry Woot; 
burn Chase, who wili retire in June. Mr 
Madden is an alumnus and former le 
turer at the N.Y.U. Law School. 

L. D. Ramsey, vice-president aul 
comptroller of Business Men's Assur 
ance, was presented the National Offic 
Management Assn.’s merit award key 4] 
a recent meeting of the Kansas Cit 
chapter. This is given for outstanding 
service to N.O.M.A. and is held by onl 
150 of the association’s 10,000 member 

Hermine R. Kuhn, general agent 0 
Manhattan Life in New York City, re 
cently observed her 20th anniversary 1 
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Frank E. Spain of Birmingham, vit 
president and general counsel of Liberty 
National Life, a former chairman of if 
surance section of American Bar Asst, 
has been named head of the finan 
committee of Rotary International. 
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DEATHS 


LIFE INGURANEE antennal 





R. E. DINEEN AND HIS BATTERY OF LIEUTENANTS WHEN HE WAS INSUR- 
4NCE SUPERINTENDENT OF NEW YORK, PICTURED BY HARRY H. FULLER 
oF ZURICH, AT CHICAGO DINNER FOR MR. DINEEN: 

Carl Typermass, former New York deputy, now New York manager of Home In- 
demnity; George H. Kline, and Roy McCullough, New York deputies, Mr. Dineen; 
4, J. Bohlinger, New York superintendent; Julius Sackman, chief life insurance exam- 
iner of the New York qapeetenent, and Raymond Harris, New York deputy. 





OBSERVATIONS 








life insu... re : 
it can jp) JOHN P. STUMPF, 52, life man- Friendly Reception 
s and tung 2° of Travelers at W ashington, D. C., Bankers National of Montclair, N. J., 
. snce 1940, died of a heart attack at his does its best to te mee t 
king prob Alexandria, Va. He had served ease : ee 
home at ‘Alexa , Va € had served ease at its home office. Visitors are re- 
rength an in both world wars, and was a lieu- ceived in a friendly, home-like lounge 
Ones, Thy tenant commander in the navy insurance room in the lobby with Muzak music 
o date an/ division 1942-1945. functioning in the background. <A little 
MRS. FRANCES B. HARNDEN, folder welcomes the guest and tells 
wie of Dr. Frank Harnden, vice-presi- him, “We are glad you came in today.’ 
=F dent and medical director of Berkshire Inside the pamphlet is the greeting 
‘ Life, died at her home. She had been from President Ralph R. Lounsbury: 
. i] with a heart ailment for several “Whether this is your first visit or 
; months. your 50th, we want you to know that 
MRS. FREDERICK H. ECKER, js, We. are glad you called and hope your 
big wile of the chairman of Metropolitan V!sit will be both pleasant and _profit- 
National Life, was drowned when a 12-foot motor- able. As our guest, we want you to have 
Ospital fof hoat in which she and three other per- Very courtesy and attention while you 
vas unablf sons were going fishing overturned in are visiting us here at Bankers Na- 
\. meet. Ha rip tide near Seabrook Beach, S. C. tional. We realize that the information 
of agencis|f Mrs. Ecker was a cousin of former YOu bring to us may be of the greatest 
en electeiif President Raymond Poincaré of France. value in helping us to be of_ service 
Assn. olf She and Mr. Ecker were married in tO Our many policyowners. Our re- 
a memberlf 1932. ceptionist will serve you promptly and 


Mrs. Ecker was educated on the con- 
tinent and in England, receiving a mas- 
te's degree from Oxford. Active in 
welfare work, she was president of 
American-French War Relief, Inc., be- 
fore the United States entered the 
second world war and later organized 
and was for many years president of 
American Aid to France, Inc. She was a 
trustee of the New York Eye and Ear 
Infirmary, and was active in child wel- 
fare work both in France and the United 
States. 

HERMAN ROSENBERGER, 77, 
manager at Philadelphia of Metropolitan 
Life up to the time when he retired 
in 1938, died there. He joined the com- 
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GEORGE P. WHITE, 71, veteran spe- 
cial agent of Northwestern Mutual Life 





insurane 













ty. at Lake Mills, Wis., died from a heart 

ham, vicege “tack. 

of Liberty A hunting accident took the life of 
“EGSILBERT M. FREY, 55, Bankers Life of 

nan Ol @Nebraska, Fairbury, Neb., who was 

Bar Asst. president of the chamber of commerce 

1e finan "8" 

‘onal ALEXANDER A. ALBERT, 48, an as- 





sistant manager at St. Louis of Metro- 
politan Life, with which he was affiliated 
for about 25 years, died of coronary 
occlusion. 
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Olson Milwaukee See 

Raymond Olson, president of Mutual 
tust Life, discussed “Current Events” 
as they may affect the future of life in- 
surance before the November dinner- 
es of Life Managers & General 

























ee Agents Assn. of Milwaukee. President 
‘oad St C C, Maiebeck Washington National, 
706. appointed a nominating committee to 
nbia Big port a slate for the election in Decem- 
-oup, Reem ber 
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Equitable Life of Canada has ap- 
Pointed G. E, Keddy assistant superin- 
tendent of agencies. 








assist you in arranging a conference 
with the person you would like to see. 
If the person upon whom you are call- 
ing does not receive you within 10 
minutes of the announcement of your 
arrival, or advise you that there will 
be a delay, do not hesitate to ask her 
to announce you again. Meanwhile, the 
enclosed leaflet will supply you with 
the information that may be interesting 
or helpful. Please make yourself com- 
fortable.” 

The pamphlet contains material about 
the company. 


Assigning Renewals 

The development of salary contracts 
for agents which require the agent to 
assign his renewal commissions to his 
company has led to the development of 
various problems when the agent places 
surplus business or special policies with 
another company. Under some contracts 
when an agent places business with an- 
other company the salaried agent 


is 


saeuieg to sates: his renewals on that 
business to his own company. One 
brokerage supervisor finds it expedient 
to have a license to write business and 
uses it occasionally to get around this 
requirement of the assignment of re- 
newals. The business of the salaried 
agent is written by the brokerage su- 
pervisor in his name and he assigns 
the commission and renewals to the sal- 
aried agent. 


Monthly Premium Swindles 


Some of the companies which have 
made it a practice to advance their 
agents the full first year’s commission 
on business written on other than an 
annual basis have experienced trouble in 
this connection. Certain agents have 
induced clients to take out coverage 
with no intention of keeping it. Some- 
times the agent himself will pay a one- 
month premium on the business, explain- 
ing to the policyholder that he has 
nothing to lose and will gain a month’s 
worth of free protection. In _ other 
cases where the policyholder and agent 
are in collusion, the policyholder will 
pay a one month’s premium and then 
will get a cut of the annual commis- 
sion which is advanced to the sales- 
man. 

This is obviously a practice not en- 


gaged in by a man who intends to be 
long in the life insurance business or 
who has any scruples whatever, but 


examples of it have occurred in repu- 
table agencies. There have even been 
cases where a crooked agent will take 
considerably more life insurance than his 
client ordered, call for an annual pre- 
mium on the cheaper form of coverage 
from the client and then apply this 
annual premium on a monthly or quar- 
terly basis to a more expensive policy. 
This criminal practice involves forging 
the signature of the policyholder on a 


11 


change of coverage form. 
Evidence turns up when the policy- 
holder receives a lapse notice tor non- 


payment of premium after a month's 
time when he thought he had paid a 
year’s premium. It could mean that a 
man could die without any coverage 
where he thought he had coverage in 
force. It obviously is the most repre- 
hensible type of public relations for the 
life insurance business. 
Conferences Health Risk? 

A chief actuary was asked the other 


day if mortality rates among life execu- 
tives were higher than for other groups. 
Underlying reasoning was that life offi- 
cials spend almost all of their working 
hours in conference, hence are under 
constant and unusual strain. The ac- 
tuary said that he had given the matter 
some study and come to the conclusion 
that the majority of life people should 
look forward to increased longevity, if 
anything—the reason he found, the ma- 
jority use the conferences to catch up on 
their sleep. 


Will Not Limit Groups 


Companies in the group field are 
studying the catastrophic losses they 
could face from the drop of one A-bomb 
over a large factory or office building 
with heavy group cover. There has been 
talk that some insurers contemplate li- 
miting such coverage until the tense in- 
ternational situation alleviates. However, 
the argument for doing nothing imme- 
diately is along the lines that any re- 
striction on the size of groups defeats 
the whole reason for such p olicies. 
Hence, no action is contemplated at 
present. ’ 

A. S. Reed, district supervisor for the 
Campbell & Vineyard agency of Aetna 
Life at Cape Girardeau, Mo., has been 
elected president of local Kiwanis. 








211 W. W 


All fo 


ALFRED MAC ARTHUR 
Chairman of the Board 





Enteal Sy 
On SluR Ace COMPANY Le 


CHICAGO 


LIFE—INCLUDING GROUP—A & H 
Expanding . . . Agency Opportunities 


acker Drive 


rms of 


J. HARRY WOOD 


President 




















which: 


. Insures diabetics. 


hm W ND 





Getting policies issued is the specialty of Reserve 
Life’s modern, streamlined Underwriting Department, 


1. Writes up to 600% sub-standard. 


. Offers Monthly Income Disability. 
. Issues non-medically as high as $7,500 up to 


RESERVE LIFE INSURANCE COMPANY 


AMERICA’S MOST AGGRESSIVE UNDERWRITING DEPARTMENT 


and including age 40; $5,000 up to and in- 
cluding age 45. 


5. Equips the man in the field with a complete 


Underwrit 


For full details about representing the Company 
whose Underwriting Department is in business to 
issue policies, not to reject them, write to S. J. Gilbert, 
Vice President and Director of Life Agencies. 
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OUR AGENTS TELL US.... 


. - « They like our Direct Mail Pros- 
pecting Service and its tangible, 
money-making results. 





And we're proud of it too! Our percentage of return is 
excellent (one of our Direct Mail series showed a 32% 
return last month), and the prospects and additional busi- 
ness for the man in the field are increasing from month to 
month. 


We have solved the prospecting problem of many agents 
who were "Prospect Poor" before joining our organization. 
For years we have provided prospects for our fieldmen and 
have increased their production 50% to 100% as a result. 


For the man interested in building his own agency, our 
Direct Mail Prospecting Service and our Combination 
Coverage Contract are invaluable in attracting and devel- 
oping new manpower. 





EXCELLENT OPPORTUNITIES 
for capable, industrious insur- 
ance men to develop new busi- 
ness in Minnesota, Michigan, 
Colorado, Oregon, Washington. 











Other general agency territories available to men 
who want to build solid agencies under agency- 
minded Home Office supervision and Home Office 
assistance. All correspondence confidential. 


O. F. Davis, Vice President 
Director of Agencies 


ILLINOIS BANKERS LIFE ASSURANCE CO. 


Monmouth, Illinois 





Writing all forms of: 
Life—Accident & Health—Polio 
Hospitalization—Medical Reimbursement 
Franchise—Group 

















Life - Health - Accident - 
Hospitalization Insurance 
are all necessary 


THE UNITED SELLS THIS COMBINATION 


For particulars write to WM. D. HALLER, ; 
Vice President and Agency Manager 


UNITED 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


e 
Concord, New Hampshire 
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Texas Investment Office 
of K. C. Life in New Home 


The Texas division of Kansas City 
Life’s investment department moved this 
week to the building at 715 North St. 
Paul street, Dallas, which was recently 
purchased by the company’s Texas 
agency. The Texas investment division 
continues under E. E. Clark, Jr., man- 
ager. 

Active in Texas for more than 40 
years, the company has more than $20 
million of mortgage loans in the state 
and more than $112 million life insur- 
ance in force. Although investment ac- 
tivities have been state-wide, emphasis 
has been on the north and west areas. 
The move to the new location is part 
of a continuing program to broaden 
and improve its Texas service. Arizona 
and New Mexico are included in the 
Dallas office’s territory. No basic change 
is planned in present methods of opera- 
tion through Texas correspondents and 
brokers. 





Hancock Issues 2-Color 
Employe News Supplement 


Marking a new departure in employe 
communications, the John Hancock has 
brought out its first issue of Hancock 
Viiews—a magazine supplement for its 
present newspaper, Hancock News 
Weekly. 

Hancock Views replaces the monthly 
Home Office News magazine which had 
been in existence for a little more than 
four years. 

The reason for the change is that the 
new eight page, two-color supplement 
can publish feature stories of the com- 
pany and employe activities on a more 
timely ‘basis. The need for speedier 
coverage of home office activities has 
long been recognized and it is felt that 
the new publication, which is believed to 
be unique in the field of industrial 
journalism, will meet this need. 


C. E. Yorke Joins Mutual 
Trust as Agency Assistant 


Mutual Trust Life has appointed 
Charles E. Yorke as agency assistant. 
He had been with John Hancock at Bos- 
ton as agency assistant and director of 
mail advertising. 

Mr. Yorke has had wide experience in 
the life insurance business, having 
started 22 years ago with Penn Mutual, 
where he developed a direct mail addi- 
tion to the agency department. He later 
joined Union Central at Philadelphia. 
He then went with Columbian National 


San Antonio C.L.U. Chapter 
Has Bankers as Guests 


The San Antonio C.L.U. chapter had 
as guests the administrative heads of the 
loan departments of the Antonio banks. 
Barney T. Matteson, general agent of 
State Mutual Life, was in charge. 

President J. L. Thorngren, Bankers 
Life of Iowa, introduced five new mem- 
bers of the chapter. 

Mr. Matteson asked the bankers how 
C.L.U. may be of assistance to them. 
The bankers said that while the amount 
of life insurance which a man has may 
be an important factor in making a loan, 
the life agent is not called in unless the 
borrower requests it. 

When making a loan to a_ business 
man who offers his life insurance as col- 
lateral, the bankers are interested in the 
maturities or cash values of the policies 
presented, They feel that they can do 
little more than suggest to the borrower 
that he may need more life insurance to 
protect his estate or his family. 

It was suggested that if the life insur- 
ance companies will notify the agent 
when a loan has been made on a policy, 
he will be in a position to serve the 
client more efficiently. 
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Winding Up Football Drive 


Paul Revere Life and Massachusets 
Protective are this week concluding ; 
six-week sales campaign on NOn-cap. 
cellable A. & H. Football is the them, 
of both agency and individual compe. 
tition. 


At $50 Million Mark 


Michigan Life has reached $50 millio; 
insurance in force. 




































COMPANY MEN. 


Lehmkuhl Now With Westen 
States Life of Fargo 


Walter B. Lehmkuhl, formerly wig 
American Reserve and Guarantee Mu. 
tual of Omaha 
and more re- 
cently of Seattle, 
has become vice- 
president, secre- 
tary and a direc- 
tor of Western 
States Life of 
Fargo. 

Mr. Lehmkuhl 
has had more 
than 20 years 
experience as a 
life company ex- 
ecutive. He is a 
past president of 
Institute of 
Home _ Office 
Underwriters E 
and of Insurance Institute of Nebrai 
He was with the Nebraska departmen 
for several years. He has served as; 
member of the mid-west planning con. 
mittee of Life Office Management Assn, 
as instructor in Omaha_ of. severdvas still at 
C. L. U. classes, and as coordinator offfe continue: 
classes in office management at Unipntil he ent 
versity of Omaha, and lectured extenflie war stat 
sively on insurance matters at that wiff agencies, 
versity. ive Life. 
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Sullivan to Reserve Life 
as Administrative V.-P. 


William D. Sullivan has joined Re 
serve Life of Dallas as plowing: t! 
vice - president. Ha@y i, pa 
has had _ extensiv ngeles and 
experience in offic ena: R. | 
management anf Houston: 
systems contr Dberg. Salt. 
with — Prudentid&hoenix. p 
American Intettaiomas” Co: 
tional Underwritfivhittington 
ers, American CiKinnane. Ci 
anamid and Charl ye Soto, 
Pfizer & Co. Hankin Lif 
will act as CoOMohn Hanco, 
nator of system Mane were y 
methods for theeiifr, Obero ¢ 
tire home oftfonstitution 
organization. — fherly with 

Mr. Sullivan B4Bneton was 
graduate of Columbia University. 1 ashington 
specialized in economics and_ busines awa 
administration and completed po 
graduate studies in office managemt 
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at New York University. Later ! Jack H 

taught office management courses “Mointeq mani 
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Rutgers and Seton Hall univer m Antonic 





During the second war he was air fo 
administrative officer in the contract 
mination division at Wright Field, Da 
ton, O. 
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J. L. Conner to Retire 


J. L. Conner, administrative assist 
in the industrial agency department 
Commonwealth Life, will retire attet 
years’ service. He started with the co 
pany in 1907. 
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inn, 
and agen, 


ass. Mutual Appoints 
rimmett at Rochester 


Grimmett, Jr., formerly 
agencies 


Clarence A. ¢ 
Lssistant superintendent 
of Massachusetts 
\utual, has been 
appointed manager 
at Rochester. He 
kucceeds C har les 
H. Schaaff, former- 
ly general agent, 
who was recently 
advanced to agency 
vice-president. 

Mr. Grimmett en- 
ered insurance 
with the company 
as an agent in Bir- 
mingham. After 
serving as a super- 
visor, he went to 
he home office as agency supervisor in 
949 and was advanced to assistant sup- 
printendent of agencies last February. 
He is an air force veteran. 
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Stevens, Murchison Named 
by Atlantic at Dallas 


The James H. Stevens agency, a part- 
ership formed by Kenneth Murchison 
and James H. Stev- 
ens, has been ap- 
pointed general 
agent in Dallas by 
the Atlantic Life. 
Mr. Murchison 
has long been in 
the general insur- 
ance business in 
Texas. Mr. Stevens 
will serve as active 


oa head of the new 


f Nebr office. His first ex- 
departm perience on in- 
| “hit surance selling was 
nab. ly oo with the Equitable 
ment Assa, Society, while he 
of  severdqwas still at University of Oklahoma and 
yrdinator ome continued in life insurance sales work 
nt at Unigntil he entered the army shortly after 


ured exter: 
at that uni 


he war started. He has been supervisor 
f agencies, western division, of Protec- 
ive Life. 


Reserve Life of Dallas 
ontinues Its Expansion 


Recent general agency appointments 
vy Reserve Life of Dallas include the 
ollowing: the M. R. Mizokami agencies, 
yhich include the Wada agency of Los 
ngeles and Sotomura agency at Pasa- 
ena; R. J. Burns and E. A. Burns, Jr. 
t Houston; Tom Joy, St. Paul; Seth 
berg, Salt Lake City; Archie Garrard, 
Phoenix; Don McAfee, Los Angeles; 
homas Connell, Mobile, Ala.; Ernest 
fhittington, Arlington, Va., and Tom 
Kinnane, Cleveland. 

Mr. Sotomura was formerly with 
ranklin Life. Messrs. Burns were with 
ohn Hancock. Mr. Joy and Mr. Kin- 
ane were with Continental Assurance. 
fr. Oberg and Mr. Garrard were with 
onstitution Life. Mr. McAfee was for- 
erly with Occidental and Mr. Whit- 
ngton was with Continental Life of 
ashington, D. C. 
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igginton to San Antonio 


Jack H. Wigginton has been ap- 
onted manager of Southland Life at 
an Antonio. He succeeds C. W 
itchell, manager there since 1948, who 
returning to personal production, 
Presenting Southland at Tyler, Tex. 

Mr. Wigginton had five years’ sales 
d management experience before join- 
§ Southland in 1949 as an agent at 
ouston. Later that year he was named 
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ve assistg™e®"cy supervisor, operating out of 
yartment @uston. He trained and did joint work 
Hire after ith agents and assisted in conducting 





th the comm™Pany training schools at the home 
ce, 





Berkshire Re-enters N. C.; 
Appoints L. H. Cherry, Jr. 


3erkshire Life has re-entered North 
Carolina and appointed L. H. Cherry, 
Jr. as general 
agent. 

Mr. Cherry has 
had many years of 
life insurance ex- 
perience as a per- 
sonal producer and 
general agent. Un- 
til recently he was 
general agent for 
North and South 
Carolina for Frank- 
lin Life and before 
that was North 
Carolina general 
agent for Guardian 
Life. 

Associated’ with Mr. Cherry will be 
his son-in-law, R. Gordon Faw, who has 
been in the life insurance business for 
some time. 

Headquarters 
Pines. 


Zook Succeeds Rice for 
Equitable, Ia., at Washington 


Equitable of Iowa has appointed De- 
Witt W. Zook, who has been for 23 years 
with Sun Life of 
Canada, as general 
agent at Washing- 
ton. J. E. Rice, 
the retiring general 
agent, has been 
with Equitable 
since 1919 and will 
continue as a per- 
sonal producer. 


L. H. Cherry, Jr. 


will be at Southern 





Mr. Zook is a 
veteran of the sec- 
ond war, a_ past 
president of the 





Young Republicans 
Club of Montgom- 
ery county, Mary- 
land, and secretary-treasurer of the Re- 
publican state central committee of 
Maryland. 

Prior to taking over the Washington 
agency in 1928, Mr. Rice represented 
the company at New York. He is a 
veteran of both wars. 


D. W. Zook 





Great-West Life has appointed G. D. 
Elonka as a supervisor in the Schwemm 
agency at Chicago. He joined the com- 
pany in 1946 while attending Michigan 
State University. Following graduation 
he was made supervisor at Grand Rapids 
in 1948 and district manager at Lansing 
in 1949. 





Madison Men Give Tips 

Insurance Society of University of 
Wisconsin at an evening gathering at 
Madison heard a discussion of problems 
facing the young man entering life in- 
surance, the panel consisting of four 
Madison general agents—Joseph Betker, 
Old Line; Frank Horner, Northwestern 
Mutual; Harold Noer, Wisconsin Life 
and Franklin Van Sant, National Guard- 
ian. Dr. Charles Center, insurance pro- 
fessor, was moderator. At the Dec. 12 
meeting speakers will be Irving J. 
Maurer, treasurer of Farmers Mutual 
Auto, and Leslie P. Schultz, manager 
of that company’s life department. 


U. S. Booklets on SS 


WASHINGTON — The federal secu- 
rity agency has issued two booklets 
dealing with questions and matters re- 
lated to the new social security law. 
One, entitled “Your New Social Secu- 
rity,” contains 47 questions and answers 
about old-age and survivors insurance. 
The other booklet deals with problems 
of domestic workers under the new law, 
when they are covered, how tax should 
be collected, reports made, etc. 
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: Here’s a “Sales Package” 
with immediate appeal to every client with a family 
. « « just one example of the new Connecticut General 
Dependents’ Coverage Accident Rider which provides ~ 
$1000 to $5000 accident expense coverage for wives, 
$1000 to $2500 for children, ages 3-17. 


Get full particulars on rates and sales ammunition 


fr 









our Connecticut General office today! 






























GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 














Attractive Agency Contracts 


COMPLETE LIFE INSURANCE 
COVERAGES — AGES 0-60 


For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 


WILLIAM J. AL NDER, PRESIDENT 




























Jr., agency supervisor, and William C. 


Regional Meetings Spark Ellis, assistant director of sales service. 

: M 1 Life’ Meetings were held at Omaha, Spring- 

American Mutua es field, Mo., Oklahoma City, Minneapolis, 
: and Davenport. 

Fall Sales Campaign Mr. McConachie reported on progress 


About 135 agency representatives of for the year to date. Production for Oc- 
American Mutual Life attended five re- tober was up 51.5%. Total for the first 
gional sales conferences held in October 10 months is 37.5% ahead. 
and November. They heard new policy 
contracts and company procedures dis- 
cussed and exchanged views on direct . : 
mail and other sales ideas. Hold Old Line Regional 
_ The meetings sparked the company’s Meeting at Milwaukee 
fall sales campaign which was launched 
with a “Trim The Christmas Tree” con- About 70 agents attended a one-day 
test Oct. 16. The new assured pension regional meeting of general agencies of 
plan was presented as well as a report Old Line Life at Milwaukee. They repre- 
on the results from the new direct mail sent the Betker agency, Madison; Crane 
plan recently put into operation. agency, Racine; McNamara of Wauke- 
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GENERAL AMERICAN LIFE’S 
AWARD-WINNING 
DIRECT MAIL SERVICE 


Yes, it won the “Best of Industry” Award of the D. M. A. A. when 
introduced. And ever since General American Life’s direct mail service 
(we call it RADAR) has been winning the favor of field associates. 


Whitney, Brane, and Roberts measure the value of RADAR in terms 
of the extra sales and extra commissions that come from prospects 
effortlessly detected by direct mail. It’s not sentiment that leads them to 
chorus, “You're always in business with ... 


al ee 
GENERAL AMERICAN ICAN Lire INSURANCE CoMPANY 


WALTER W.HEAD, PRESIDENT 


SainT Louris 
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Taking part in the meetings were 
H. S. McConachie, vice-president and 
superintendent of agents; B. R. Merrill, 






sha; Buckman and Du Bose, Milwaukee, 
the A. & H. agencies of W. A. Kempf, 
A. J. Roberts and J. A. Bigley, Milwau- 
kee. J. H. Daggett, president, gave the 
opening address. The program was in 
charge of Paul A. Parker, agency 
director. 


Guardian Life Opens Series 
of Managerial Conferences 


Guardian Life held the first of a series 
of regional management conferences in 
Cleveland. Principal topics were recruit- 
ing activity, selection problems, and the 
Guardian training program. Managers 
from Buffalo, Cleveland, Detroit, Indian- 
apolis, Louisville and Pittsburgh at- 
tended. A conference was held in Chi- 
cago this week for Chicago, Davenport, 
Kansas City baa St. Louis managers. 


POLICIES 


N. Y. Life Dividends 

New York Life is reserving for divi- 
dends about $56% million as against 
$47,837,000 for 1950. Most policyholders 
will receive a higher dividend in 1951 
than in 1950. 








Provident Mutual Scale 


Provident Mutual’s present dividend 
scale will be continued for 1951. 


Hancock Retains Scale 


During 1951, John Hancock will con- 
tinue the dividend scales used in 1950. 
The 1950 rate of interest will be con- 
tinued. 


New National of Vermont Forms 


National Life of Vermont now issues 
endowment annuity at 55 andat 70. They 
provide $1,000 of life insurance or the 
cash value, if greater, for each $10 of 
monthly income at the retirement age. 
Monthly income is guaranteed for 10 
years. Guarantees of 15 and 20 years 
may be elected. 


Institute Wall Charts Show 
Importance of Insurance 


A series of wall charts colorfully de- 
picting the social and economic impor- 
tance of life insurance is being made 
available by the Institute of Life In- 
surance to life companies and their rep- 
resentatives for use in training programs 
and as display materials. 

The first three charts of the series 
entitled “How America’s Families Use 
Life Insurance,” “Life Insurance Dol- 
lars at Work” and “How Life Insurance 
Policies Meet Family Needs,” are now 
being offered at nominal cost by the 
institute’s educational division, which 
prepared them. Each of the charts, 
printed in four colors on heavy paper, 
is 38 inches wide by 26 inches high. 

While these charts were designed 
especially to be aids in high school and 
college courses dealing with life insur- 
ance, a special supply has been made 
available to life underwriters’ associa- 
tions and companies for their use. 


Canadian Life Officers to 
Meet in Winnipeg in May 


The annual meeting of the Canadian 
Life Insurance Officers Assn. will be 
held in Winnipeg next May 30-31. The 
life agency officers section and the life 
insurance advertisers section will meet 
May 29 and 30. All meetings will be 
in the Royal Alexandra hotel. 





Society Hears Bernbaum 


Sanford M. Bernbaum, Penn Mutual 


Life, Seattle, was the speaker at the 
meeting of the University of Washing- 
ton Insurance Society. Mr. Bernbaum, 
who is a C.L.U. and a member of the 
Million Dollar Round Table, spoke on 
“High Points in Selling Life Insurance.” 





Two Presidents 



























Presidents of two national life organi, 


tions snapped at the recent LJ. 
meeting in Chicago: John D. Moyn 


Metropolitan Life, Chicago, presiden 


National Assn. of Life Underwriters, 


Sam E. Miles, Provident Life & a Ac 


retiring president of L.I.A.M 





training program. 


Mr. Floyd, a graduate of Yale, hal 
reported for active duty as an officer iy 
the marine corps. Upon his release frog 
service he will be assigned to an agency 

Mr. Greenleaf, who was. graduate 
from Duke, has been assigned to th 
Ben Gaston agency of Berkshire x 
Philadelphia to continue his studies anf 


field work. 


November 24, 39; 


Jovembe. 
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Two Finish Berkshire Coun 


Howard O. Floyd, Glens Falls, N. y, 
ane Thomas R. Greenleaf, Downingtor 
, have just completed the first phag 

- ’ Berkshire Life’s college  graduay 
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Rates $12 per inch per insertion—linch mini. 
mum. Limit—40 words per inch. Deadline Tus 
day noon in Chicago office — 175 W. Jackson 
Blvd. Individuals placing ads are requested to 


make payment in advance. 


THE NATIONAL UNDERWRITER 
Life Insurance Edition 
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amed | 
Betty J. 
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Ohio — Indiana 


An opportunity exists for an aggressive 
man who is qualified to do agency su 
pervisory work in the states of Ohio 
and Indiana for a medium size mutual 
legal reserve life and accident & health 
company located in the mid-west. If 
you have a record of success in recruit 
ing, training and selling and would like 
an opportunity for advancement, write 
indicating age, marital status, busines 
and educational background and salary 
desired. All replies confidential. Ad- 
dress C-50, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, lll 















REAL OPPORTUNITY FOR 
2 EXPERIENCED GROUP 
INSURANCE SALESMEN 


For the two men who can qualify there ot 
sales positions open in large middle we 
cities representing one of the major, pt 
gressive group writing companies. Sob 
and expenses plus liberal group and ptt 
sion benefits. Our men know of this 
if you have a successful record 
group insurance write in confidence, gf 
full details, to C-68, The National 
writer, 175 W. Jackson Bivd., Chicago 4, 








WANTED 


. Experienced successful personal pro 
interested in agency management, to 
Associate General Agent recruiting and 
ing agents in a growing aggressive agen) 
Washington, D. C. Address C-63, The 
Underwriter, 175 W. Jackson Blvd., Chicag 
Mlinois, giving experience and other qualific 





tions. 
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diana President Fears 
act-Election Relaxation 


The election swing should not lull 
ife agents into believing there is no 
to continue their sharp watch on 
islation, H. J. Peirce, Massachu- 
tts Mutual, Indianapolis, president of 
‘he Indiana state association, told the 
Rushville-Connersville association. Mr. 
Peirce cited several developments that 
ave disturbed Indiana agents, but 
which were brought to the attention of 
he association only after they had 
yecome accomplished facts. : 
“Bank insured savings accounts in In- 
iana have just now been brought to 
he attention of the association,” he 
id, “although they were being pub- 
icly offered early in the summer. An 
insurance and annuity plan for physi- 
ians exclusively, drawn up at the. re- 
yest of the Indiana Medical Society, 
vas called to the attention of the asso- 
ition only two weeks ago, although 
investigation indicates that many in the 
usiness knew such a plan was brewing 
5 early as last February. Just this 
veek, agents in the northern part of 
he state are asking for an investigation 
nf a group plan being offered there 
‘hich takes in dependents, although ap- 
parently the coverage has been sold 
ppenly for at least six months. 
“If the association is informed of 
uch developments early, consultations 
ith involved parties and companies 
: an often iron out objectionable fea- 
studies alfires: but if it does not hear about them 
ntil the plans have been completely 
—————§prmulated and the sponsors committed 
o them, little can be accomplished by 
LD Vii association without risk of misun- 
erstanding and bitter feelings,” he de- 


Blared. 
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eadline lw Named Executive Secretary 


requested Potty J. Baillie has been appointed 
xecutive secretary of the Cleveland 
ite Underwriters Assn., succeeding 
helma Louise Rudgers, who resigned 
ecently and will be married shortly to 
). Miley Phipps, state committeeman 
f the Cleveland association. Miss Bail- 
e has been assistant secretary for five 
ears. 
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aggressive 


gency « WeW York Program Nov. 28 


4 of a Speakers at the Nov. 28 business in- 
bag — rance forum of the New York City 
1 i ife Underwriters Assn. are Samuel L. 
-west. 


, . Meigen, general agent of Provident Mu- 
in vi hal in New York City, and John O. 
would lite Baad, general agent of Northwestern 


nent, write futual in Chicago. Mr. Zeigen will 
s, busines Beecuss the legal aspects of partnership 


and salty Beurance and Mr. Todd the sales aspects 


ntial. Ad. business insurance. Harold N. Sloane, 
adore eneral agent of Continental Assurance, 
ago 4, (ucational vice-president of the asso- 


ation, will preside. 


orthern New Jersey Meet 


Y FOR Kenneth MacWhinney, supervisor for 

bin Hancock at Newark, has been 
ROUP Bected treasurer of the Northern New 
SMEN #°°. Life Underwriters Assn. to suc- 

ed ; illiam Archbald, Home ne of 
. ma@cv York, who has been recalled to 
oo ¢ home office. Frank Jannuzi, Fidelity 
major, utual, presided at the November lunch- 
anies. Sole n where Halsey D. Josephson, Con- 
up and pe cticut Mutual general agent in New 
of this od ork City, was the speaker. Mildred 
ecord Stone, director of policyholder serv- 
dence, gies, 0! Mutual Benefit Life, awarded 
‘onal ttificates to those who had_ qualified 
hicago 4, tt the Women’s Quarter Million Dol- 
° Round Table. 
















inneapolis—Hilbert Rust, R. & R. 
vice, spoke on “Who Else Has It?” 
a breakfast meeting Nov. 20. 

Peru, Ill.— Illinois Valley association 
ectors elected Stephen A. Kazmerczak, 
m tthwestern Mutual, as vice-president 
d., Chicago¥e Program chairman. He will replace 
meer! L. Matthews, who is being trans- 
red to the home office of Mutual Trust 













Life. First year L.U.T.C. awards were 
presented. George C. Hupp, Ottawa at- 
torney, spoke on the American way at 
the monthly luncheon. 

Davenport—Edwin R. Brock, Penn Mu- 
tual, president of the Des Moines asso- 
ciation, spoke on the value of life in- 
surance to the economy. A sales congress 
committee, headed by George Kirk, Penn 
Mutual, is completing arrangements for 
the Davenport sales congress Nov. 30. 
The L.U.T.C. class has an enrollment 
of 24. 

Sioux Falls, S. D.—Earl Lemonds, 
Equitable of Iowa, was the speaker. 
He reported on the recent national 
meeting of N.A.L.U. George H. Olson, 
Equitable Society, chairman of the edu- 
cational committee, led a discussion on 
the proposed Life Underwriters Train- 
ing Council course. 

Quincy, Il. Kenneth Garver, Metro- 
politan, reported on the state associa- 
tion meeting at Peoria. He announced 
plans are completed for the sales cara- 
van of the Illinois association on Dee. 7. 
E. G. Weber, vice-president, presided. 

Raleigh, N. C.—W. T. Beaty, general 
agent for Connecticut Mutual, is teacher 
of the advanced L.U.T.C. course, with 
14 enrolled. The course was arranged 
by Romeo Lefort, Atlantic Life. 

Covington, Ky.—William A. Sullivan, 
Metropolitan Life, Cincinnati, addressed 
the Northern Kentucky association. 

El Reno, Okla.—Organization of the 
new association here has been completed 
with Frank W. Aller, American National, 
as president; Bernard M. McGinley, Great 
Southern, vice-president, and James Wil- 
kinson, Mutual Life, secretary. Mr. 
McGinley was also named national com- 
mitteeman. 

Among the Oklahoma City executives 
who attended the organization meeting 
were Stewart E. Meyers, president of the 
Oklahoma association; Al Irwin, national 
committeeman, and Homer Jackson, di- 
rector of the state association. 

Madison, Wis.—Harold Bowes, state 
manager Phoenix Mutual Life, Milwau- 
kee, spoke at the November luncheon 
meeting. 

Ann Arbor, Mich.—A. Jack Nussbaum, 
Massachusetts Mutual Life, Milwaukee, 
N. A. L. U. trustee, is addressing this 
week’s meeting of the Washtenaw as- 
sociation on “Write Your Own Ticket”, 
emphasizing techniques to be used on 
small business cases. 

















Balza in Service Club Talks 

L. E. Balza, New York Life, Green 
Bay, Wis., spoke before the Oshkosh 
Kiwanis Club on “What Kind of a 
Gambler Are You?” He discussed 
questions that arise in the event of 
death, pointing out that no matter what 
the size of an estate might be, it is 
important to have a will drawn to 
“carry on one’s personality after death,” 
and the necessity for recognition of tax 
factors and correlation of insurance and 
will planning. 

He is giving similar talks before 
service clubs at Green Bay and Sturgeon 
Bay, Wis. 


Retail Credit Shifts Four 


Retail Credit Co. has transferred Ken- 
neth Jenkins from metropolitan Chicago 
manager to manager at Akron and Harry 
Nichols, manager at Akron, to Kansas 
City, succeeding L. L. Meyer, who is 
retiring. Edwin Oke, assistant man- 
ager at Oak Park, IIl., has gone to 
Evansville, Ind., as manager succeeding 
Joseph Gans, who was recalled to the 
army. 

R. J. Bruner, assistant manager at 
St. Louis, replaces Mr. Jenkins in Chi- 
cago. Joseph Mamer of the East St. 
Louis office replaces Mr. Bruner at 
St. Louis. 


Fort Wayne CLUs Elect 


The Fort Wayne C.L.U. chapter has 
elected John E. Dyer, district manager 
of the John Hancock, as president; 
George Carey, Northwestern Mutual, 
vice-president; and Robert Rupp, Broth- 
erhood Mutual, secretary-treasurer. 




















CONGRATULATIONS 
To Our Newest C. L. U.’s 


RALPH FENSTERWALD, New York-Huber 
MABEL C. GIBSON, Pittsburgh 
M. LESTER JEWETT, Providence 
MASON K. KNUCKLES, Denver 
HAROLD E. McCOMB, Des Moines 
WILLIAM M. McKEE, Miami 
MEADE J. McMILLEN, Denver 
EDWARD MELLOR, Philadelphia 
GEORGE E. PEIRCE, Jr., Providence 
WILL M. WHITTENBURG, Atlanta 


WE ARE PROUD of these Mutual Benefit people 
who have taken an important step forward in our 
business. Application of their increased knowledge, 
prestige and ability to serve their clients can only 


result in increased business. 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


ORGANIZED IN 1845 @ NEWARK, NEW JERSEY 




















AGENTS WANTED 
IN ILLINOIS — MISSOURI — INDIANA 
Complete line of MODERN Life, Accident and Health and 


Hospitalization coverage. 


Top earnings plus aggressive Home Office assistance 
is offered to qualifiers. Write in strict confidence. 
D. T. LUND, Agency Manager, Dept. NUL 
PIONEER LIFE INSURANCE COMPANY 
Rockford, Illinois 














“OUR 25TH SUCCESSFUL YEAR” 
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Wire Recorder Makes for Cool Heads as 
Ind. Association Handles Hot Subjects 


The Indiana Life Underwriters Assn. 
at its midyear meeting at Indianapolis 
set up a special field practices or griev- 
ance committee; spoke feelingly on “the 
encroachment of mass selling on the 
private practice of life insurance”; ap- 
pointed a committee to study the prob- 
lem of state regulation of non-insured 
pension plans; directed the field prac- 
tices committee to recommend action on 
the Indiana Medical Society’s endorse- 
ment of an insurance-retirement plan 
for physician members; condemned bank 
insured savings accounts; and elected 
a new vice-president—all in a fast 
series of well-oiled moves. 

Apparently stung by the disorder at 
the executive committee meeting con- 
vened in Indianapolis Nov. 3 to consider 
the medical society plan, H. J. Peirce, 
Massachusetts Mutual, Indianapolis, 
state president, arrived at the midyear 
meeting armed with a copy of the asso- 
ciation by-laws, Robert’s rules of or- 
der, a prepared agenda, and a_ wire- 
recording device. 


Had to Go on Record 


Warning that all those desiring to 
enter the discussion would be recog- 
nized officially only if they agreed to 
step to the microphone, identify them- 
selves and association represented, and 
consent to being recorded, the meeting 
proceeded with apparently carefully con- 
sidered remarks and motions. Discus- 
sions of many points produced vehe- 


ment statements but little controversy. 

Hottest subject was the Indiana Med- 
ical Society’s endorsement of Jefferson 
National’s special insurance-annuity plan 
for members. 

Hastings Smith, New England Mu- 
tual, Indianapolis, presented a _ factual 
report on developments and actions on 
the matter. These included representa- 
tions to the state insurance department 
questioning the legality of certain pro- 
visions and wordings of the effectuating 
policies being offered, and an explana- 
tion to the president of the medical 
society of the principle involved—the so- 
ciety’s request to the underwriters’ as- 
sociations to endorse the medical pro- 
fession’s defense of the “private prac- 
tice” of medicine while the society, in 
turn, “endorses” a plan inimical to 
the “private practice’ of life under- 
writing. 

Quotes Commissioner Viehmann 


Mr. Smith reported that Commis- 
sioner Viehmann had expressed an 
opinion that while the medical society 
policies might contain “somewhat un- 
usual wording,” they appeared not to 
be in violation of the insurance code. 
Mr. Smith reported that a special meet- 
ing of the medical society’s executive 
committee, called after the representa- 
tions made to its president by the state 
association president, reaffirmed the 
physicians’ belief that they had acted 
ethically and declared that if they had 
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us, life really started after forty.” 
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BEGINS AFTER FORTY 


“For years, we had dreamed of living in the West where mountains and 
desert meet as friends. Vacation time gave us the opportunity to make a com- 
plete change in our lives. We visited Colorado, New Mexico, Arizona and 
California. Besides beautiful scenery, we explored a brand new world...a 
world of prosperous, bustling cities and farm communities in which people 
LIVED! Everywhere—people were friendly, sure of themselves and their future. 

“Talking to other insurance men and their families convinced us that the 
West held the greatest opportunities for business and healthful living. After 
meaking numerous calls, I decided on Capitol Life as the company that offered 
the most secure future. That decision is the most fortunate I’ve ever made. For 


To qualified Field Underwriters and Agency Managers in search of a 
NEW way of life, our agency expansion program offers genuine opportunities 
in Life, Accident and Sickness insurance in most western states. 


Write us for complete details. 


The GAPITOL LIFE 


INSURANCE COMPANY 


CLARENCE J. DALY, President 


THOMAS F. DALY II, 


Director of Agencies 


HOME OFFICE, DENVER 
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Lawrence W. Jack- 
son of L.I.A.M.A. ! 


hands out a ticket to 
James E. Scholefield, 
North American Life 
& Casualty, as E. J. 
Moorhead, U. S. Life, 
and Raymond C. j 
Johnson, New York 
Life, wait their turns 
at L.I.A.M.A. meet- § 
ing. Z 
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made a mistake in public relations, it 
was not intentional. 

“In other words,” said Mr. Smith, 
“they are going ahead as originally in- 
tended.” 

Individual agents present reported 
that their contacts with members of the 
medical profession in the state indicated 
that the rank and file, and even many 
leaders, did not understand anything 
about the society’s action in recom- 
mending the plan, were often totally 
unaware of it and in opposition to it, 
and were not even well-acquainted pro- 
fessionally with all members of the 
society committee which presented the 
medical society resolution to endorse the 
plan. 


BARRETT’S VIEWS 








Speaking feelingly on the subject, 
Wendell Barrett, Provident Mutual, In- 
dianapolis, charged that agents had for 
years stood by while mass selling tech- 
niques encroached steadily on the pri- 
vate practice of life insurance. 

“First it was social security,” he de- 
clared. “Then it was promotion of group 
plans by companies and agencies which 
give lip-service to the agency system 
but which, in my opinion, don’t give a 
damn what happens to it; then it was 
NSLI; then it is increased social secur- 
ity; and now this medical society plan. 
Who is next? Anybody can set up a 
mass-sale plan, if this medical plan goes 
through. Now is the time to take a 
stand.” 

Holding up his association member- 
ship card, Mr. Barrett declared, ‘This 
card shows I have been an association 
member for 31 consecutive years. On 
the stand we take here today depends 
whether or not this card means any- 
thing in the future.” Throwing his card 
to the floor, he returned to his seat 
amidst applause that was timed on the 
wire recording for over two minutes. 


Referred to New Committee 


A motion was passed that the matter 
be turned over to the new field practices 
committee and that a letter be sent to 
all physicians in the state explaining the 
association’s position. ; 

The only fireworks of the meeting 
came with the vote on the motion. 
Each of two Kokomo association mem- 
bers claimed to be the official dele- 
gate. One of them represents Jefferson 
National. The matter was resolved by 
recording both votes, the legality of 
each to be considered upon a study of 
the constitution and by-laws. However, 
inasmuch as the Jefferson National rep- 
resentative voted for the motion, the 
matter of validity turned out to have 
little importance. The vote was a unanl!- 
mous “aye” by the 15 associations off- 
cially represented. 

The Indianapolis Times Monday car- 
ried a front-page story on the Indiana 
Life Underwriters Assn. meeting. It led 
off by quoting Mr. Peirce as charging that 
the state medical society, an outspoken 
foe of socialized medicine, was endors- 
ing a “socialistic insurance scheme” for 
its own members. The newspaper quoted 
Mr. Peirce as saying: 

“We think that the medical society 
endorsement of this policy is wrong. The 
medical endorsement of this plan is the 
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same as if we tried to endorse a ¢& 
tain physician to our members,” 

The story also quoted Dr. Affrd 
Ellison, of South Bend, president of ty 
society, as saying that “We see nothis 
socialistic about the insurance plan” 
Kirk McKinney, president of Jeffers 
National, as saying there is noth 
socialistic about the plan and that; 
isn’t discriminatory since there are ni 
restrictions on who can purchase it, 

New vice-president of the state ay 
ciation, appointed by President Pein 
on recommendation of a special nom: 
nating committee to replace Vice-pre. 
dent Wesley Timmins, Lincoln Nation 
Bloomington, who was called into ty 
service, is Walter Lockwood, Penn \j 
tual, Evansville. 

A report was rendered on the matt 
of an agents’ license examination lay 
Such a law had been recommended ty 
the Leaders Club. , 


“Directive” to Associations 




























The association adopted a proposal} 
Claude Jones, Connecticut Mutual, Is 
dianapolis, suggesting that the sta 
association set up a field practice con 
mittee, empowered to hear any com 
plaints from local associations or men 
bers on matters relating to twisting 
misrepresentation, and rebating; ma 
selling; and regulation of pension plan 

The association voted to address 
“directive” to local associations th 
membership be at the discretion of t 
board of directors of the local gro 
with review authority by the new) 
constituted field practice committe 
Argument for the motion included ar 
port that the insurance commissiont 
has several times “thrown up” to th 
association the fact that it has no efit 
tive means of policing its own membd 
ship. 

Ivan Snyder, educational director | 
dianapolis Life, chairman of the s 
L.U.T.C. committee, reported ti 
L.U.T.C. progress throughout the std 
had been good but that more clas 
would be desirable. 

James Bettis, Berkshire Life, Indi 
apolis, reported on the problem of a 
insured pension plans, which do! 
come under the insurance departmé 
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egulation. Oren Pritchard, Union Cen- 
tral Indianapolis, added that the com- 
missioner, disturbed about the non-regu- 
ation of such plans but unsure whether 
they should be under his department or 
the banking division, had invited the 
legislative committee to discuss the mat- 
ter with the governor. Mr. Pritchard, as 
legislative committee _ asked 
the association for in the 
BF motion was passed empowering the 
sident to appoint a special committee 
jo study the problem and recommend a 
stand to the association at the annual 
meeting in the spring. 
Reporting further for the legislative 
committee, Mr. Pritchard warned the 
association not to be lulled by_ the 
change of the Indiana legislature from 
Democratic to Republican in the recent 
dection. Bills inimical to the insur- 
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the former, he declared, citing exam- 
._ He gave as legislative trends that 
would need watching in the future ; 

1. The definite possibility of a munici- 
pal income tax. Such a bill might allow 
tities to levy a gross income tax on 
premiums, he said. i 

2, The attempt of the state to set up 
an automobile insurance fund which, he 
argued, life insurance as well as cas- 
yalty men should oppose as encroach- 
ment of the state on the business. : 

3. The possibility of a state “social 
security law.” 

Seeks More for Department 


Mr. Pritchard asked for and was 
voted authority to take his committee 
before the state budget committee in 
an attempt to obtain a larger appro- 
priation for the state insurance depart- 
ment. He pointed out that although the 
department collected around $5 million 
in taxes and license fees on the business 
last year, it received an appropriation 
of only $120,000 to supervise a business 
which last year wrote $1,150,000,000 of 
new business. ; 

Final action of the all-day session 
was passage of a resolution condemning 
“bank insured savings accounts,” which 
Mr. Pritchard described as having “crept 
into the northern part of the state.” 

Luncheon was held jointly with the 
Indianapolis association to hear Irene 
Monfort, Union Central, Cincinnati. 


Miss Monfort Sounds Warning 


Miss Monfort sounded a_ warning 
against production for the sake of pro- 
duction itself. “I don’t write a million, 


dshe declared, “but if I did, I might not 
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have time to render service to clients 
or even to live a satisfying life.” 

Miss Monfort expressed concern over 
what she termed an emphasis on volume 
hlone, expressing the fear that it could 
be achieved only at the expense of 
service and would, eventually, react 
against the agent and the business. 


200 Attend Chicago C. L. U. 
Estate Planning Seminar 


More than 200 attorneys, accountants, 
tust officers and agents attended the 
estate planning seminar of Chicago 
C.L.U. chapter. The subject was ap- 
proached from various angles by four 
well-qualified speakers. A spirited ques- 
- and answer period followed the 
alks, 

The opening address by Dr. Edwin 
H. White, R. & R. Service, emphasized 
the principles of estate planning, list- 
ng as important steps: Assembly of all 
acts; analysis of the assembled facts by 
onsidering a hypothetical probate of 
he person’s estate and analyzing the 
ources of income requirements; selec- 
1on ot a new plan if there are improve- 
hents; the necessity of frequent re- 
sion and review, since the mere pas- 
age of time puts a new light on some 
hings as does changes in law or cir- 
umstances. j 
Getting the facts in planning an es- 
ate was the subject of Edward Nippert, 
th-Third Union Trust Co., Cincin- 
at. He believes estate owners fre- 
luently are reluctant to give all of the 


Five of Travelers Actuaries Who Were Promoted Recently 


Shown here are 
five Travelers actu- 
aries whose promo- 
tions were reported 
in last week’s issue. 
All are associate ac- 
tuaries, except Mr. 
LaCroix, an assistant 
actuary. 


J. S. Elston 


facts that would lead to a proper an- 
alysis of their affairs because such plan- 
ning is associated with death, there is 
ignorance of the benefits that can be 
dervied from sound planning, and often 
they cannot find a man in whom they 
will vest the confidence to divulge the 
necessary facts. He considers the basic 
errors encountered most frequently in 
estate planning are failure to: obtain ac- 
curate inventory of all assets; coordinate 
the various tax clauses in the instru- 
ments disposing of property; investi- 
gate all the documents to be certain that 
they are going to accomplish what is in- 
tended; ascertain the effect of payment 
of certain liens; consider the income 
tax status of beneficiaries; eliminate 
future income and estate tax burdens; 
provide adequate management or ade- 
quate flexibility; due weight to the death 
taxes that would occur. 

Walter D. Freyburger, tax consultant, 
New York Life, considered the will and 
estate planning discussing especially the 
marital deduction. 

The business interest in the estate and 
the particular problems that it poses 
were treated by Samuel A. Sakol, David 
Himmelblau & Co., Chicago account- 
ants. He distinguished between active 
management and the probabilities of 
passive management occurring sometime 
later, after the individual dies. He em- 
phasized the necessity of an orderly 
liquidation of assets. 


Condon Committee Slates 
Hearing Week of Dec. 18-22 


The week of Dec. 18-22 has been ten- 
tatively set by the New York state joint 
legislative committee on insurance rates 
and regulation as the period during 
which it will conduct its next hearing. 

Principal subjects on the committee's 
agenda are the proposed revision of Sec- 
tion 213, the expense limitation part of 
the law, and changes in Section 81 which 
controls the type and amount of invest- 
ments which companies may make. 

The hearing will probably extend over 
a two day period. Senator William Con- 
don, Republican, Yonkers, is chairman. 


Chicago Goal Set at 2600 


Chicago Assn. of Life Underwriters 
held its annual “kick-off breakfast” at 
which plans for the 1950-51 membership 
drive were outlined. The goal for total 
membership has been set at 2,600. 

Philip B. Hobbs, Equitable Society, 
and Earl M. Schwemm, Great-West 
Life, association president, were speak- 
ers. Howard Kelley, Massachusetts 
Mutual, will be in charge of loop agen- 
cies while outlying agencies will be 
handled by Freeman Wood, Lincoln Na- 
tional Life. Adolph Klein, Home Life, 
will direct the inducting of new mem- 
bers. 


Mrs. Eberly at N ewark 


Stating that women’s holdings in life 
insurance now amount to an estimated 
$10 million, Mrs. Marion Stevens 
Eberly, director of the women’s division 
of Institute of Life Insurance, told New 
Jersey Federation of Business & Pro- 
fessional Women’s Clubs at a dinner at 
Newark that the reserves made possible 
by that insurance are playing an import- 
ant part in financing the war effort. 


J. W. Clarke 


Philip A. McDonnell, of the insurance 


editorial staff of the New York Journal 
of Commerce, has been recalled to ac- 
tive duty as a navy lieutenant. 


R. H. Maglathlin 


M. L. Furnivall H. F. LaCroix, Jr. 


Jay DeYoung, manager of the Chi- 
cago A. & H. branch of Continental 
Casualty, addressed the Springfield Assn. 
of A. & H. Underwriters. 
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AMERICA TRULY THANKFUL 


for the men who saw with clear, unflinching 
eyes the nation to be—who fought, as we 
too have fought, in the cause of freedom, 
humanity and brotherhood. 


that we are free, in a world of prejudice 
and intolerance—free to live and speak and 
act and work and worship as we choose— 
free to elect our leaders and make our laws 


—free to make our mistakes and correct 


greatness of America and in 


our prayer of thanks we would be strong 


that no power may ever be allowed to 


destroy this freedom of ours. 


PEOPLES LIFE INSURANCE COMPANY 


| | | Frankfort 


“The Friendly Company” 


Indiana 
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President 








EASTERN LIFE INSURANCE COMPANY 


OF NEW YORK 


386 FOURTH AVENUE 
NEW YORK 16, N. Y. 


Issues $10.00 Monthly Income Disability Benefits 


per $1,000.00 of Insurance up to $150.00 a month. 


One and Five Year Renewable Term, Ten Year Term and Term Expect- 

ancy; Mortgage Protection Insurance; Family Income Riders; 

Insurance; Insurance with Annuity; Life Premium Reduced 

After Twenty Years; Limited Payment and Endowment Contracts; Also 
Sub-Standard Policies Issued. 

General Agencies available in Upstate New York, New Jersey, 
and the District of Columbia 


For further information write to 


MURRAY APRIL, 


HARRY YARIN, 
V. P. and Secretary 


— 
ne-half 


Director of Agencies 
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L.LA.M.A. Trainers’ Sessions Outstanding 


(CONTINUED FROM PAGE 4) 





knowledge | of 
expansion 
manage- 


the product, 
the market, presentation, 
and prestige, and _ individual 
ment, including work habits. 

According to Mr. Norton, New York 
Life has found it advisable to maintain 
teams of traveling experts in various 
stages of training who circle the coun- 
try and conduct schools at handy geo- 
graphical points for the agents. While 
the basic training is done by the agency 
heads, the home office keeps a strict 
rein on training and knows from the 
records kept in each office and in the 
home office, just how far each man 
has been trained. Training is con- 
tinuous with old agents as with new, 
but there is no schedule. Each man sets 
his own pace. The company has re- 
introduced six training supervisory 
posts. These supervisors are constantly 
checking on the individual training of 
the agents. There are also six field 
vice-presidents who circle around the 
country and keep tab on training prog- 
ress in the branches. 


Maintain Consultant Service 


New York Life maintains a consultant 
service at the home office made up of 
a group of attorneys, tax experts and 
chartered life underwriters who spe- 
cialize in answering tough questions 
for the managers and agents. 

In response to a question from D. E. 
Hanson of Aetna Life, Mr. Tallman 
said that photostats of the home office 
record of the training stage of each 
agent are made. Field trainers from the 
home office carry copies of these records 
on the trip. : 

The question arose how much it 
costs to train a new agent comprehen- 
sively. J. Carlton Smith, Southwestern 
Life, said that accountants of his com- 
pany have figured that the cost of 
training a new man in his first three 
years is $4,200 to the company. Most 
of the other companies apparently have 
developed no figures. 

Charles W. Earnshaw of State Mu- 
tual, asked the others how they evalu- 
ate the progress of men who are taking 
courses such as those offered by Dia- 
mond Life Bulletins. E. L. G. Zalinski, 
of N.A.L.U., arose to say that the in- 
formation index developed _ by 
L.I.A.M.A. will measure the amount of 
training that has taken with the agent, 
just as the sales method index will show 


; INCREASE YOUR INCOME”; 


You make more money selling when you represent 
a society that has a complete line of modern life 
Insurance contracts. 

Life insurance contracts that provide PROTEC- 
TION to take care of every need—INCOMBE for th 
assured — PROTECTION FOR DEPENDENTS — 
EDUCATION of children—MORTGAGE payment— 
ACCIDENT protection—SALARY replacement, help 
increase sales. 

Rates and Reserves based on the latest and most 
modern C.8.0. mortality table and 2%% interest 
essumption. 


ledge of 


For information write to 


J. Allen Porterfield, Field Manager 
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how the agent applies what he does 


know. 
T. J. Kiesselbach, State Farm Life, 
asked Mr. Tallman if his company 


establishes a minimum amount of work 
to be done each week by the agent 
in addition to production requirements. 


Mr. Tallman said that his company 
operates on a formula which calls for 
a 40-hour work week with 30 seeing 


calls, development of 20 qualified pros- 
pects, and 10 closing interviews. The 
company experience has shown that 
such a performance will result in two 
sales, $132 in earnings, $8,000 in amount 
of insurance sold. 

To insure that the agent is aware of 
this formula, it is printed in red on the 
weekly summary card which the agent 
fills out. In answer to further questions 
from Mr. Kiesselbach, Mr. Tallman in- 
dicated that the agent is acquainted with 
the necessity of working on some nights 
and advised to set aside definite 
evenings of the week for calls. 


COMBINATION GROUP 








One of the main points which cropped 
up at the combination companies’ ses- 
sion was the dilemma of the agent hired 
to produce industrial business who 
shows more interest in ordinary to the 
neglect of the debit. Several companies 
indicated that they try to hold down 
the ordinary sales by a new debit agent, 
at least until the new man is trained 
thoroughly in industrial business and 
in his function as a debit man. Some 
companies apparently will not permit 
the new debit agent to write ordinary 
during his early weeks on the job. If 
the new man develops an ordinary case, 
others will send in a supervisor to write 
the business. Almost every man in the 
room seemed to have come across this 
problem in an age of expanded ordinary 
writings even among the most modest 
type of prospects. Several present 
stressed that they bring it up to the 
agent that he can earn more money 
selling weekly premium and that in 
building up a good industrial debit, his 
real bread and butter lies. 

To solve this problem of ordinary 
preference by debit men, Homer D. 
Parker indicated that Commonwealth 
Life is recasting much of its training 
program. His is one of the companies 
that gets its agents into the weekly 
premium selling habit before they do 
much ordinary selling. Karl H. Kreder, 
Metropolitan, reported that his com- 
pany stresses to all new agents that 
balance in production from the various 
classes is necessary. 

Howard A. Austin of Prudential in- 
dicated that his company doesn’t have 
too much trouble with debit men con- 
centrating excessively on ordinary, be- 
cause the company is staffed with many 
managers of the old school who had 
found that weekly premium business 


~ FRATERNALS | 


Mrs. Stover Mont. Supervisor 
for Royal Neighbors 


Mrs. Orvie Stover, Havre, Mont., has 
been appointed Montana supervisor for 
Royal Neighbors. She succeeds Mrs. 
Margaret L. Gilchrist, Great Falls, who 
retired on account of poor health. 

Mrs. Stover joined Royal Neighbors in 
Havre in 1919. She served as a Montana 
district deputy 1934-41. 

Mrs. Gilchrist served as a district 
deputy 1928-30. She was appointed state 
supervisor in 1930, 


N. Y. Congress Feb. 9 


_ The next annual meeting of the New 
York Fraternal Congress will be held 
at Hotel Astor, New York City, Feb. 
9, 1951. 











was easier to get and stayed on the 
books longer. The managers transmit 
this philosophy to their agents. 
Mr. Hamrick commented that his 
company has to rely entirely on the 
ability of the agency manager to the 
job of training. Pre-debit training at 
the home office he characterized as a 
luxury which the company can’t afford. 
A show of hands revealed that only 
one of the companies represented with 
insurance in force of under $500 million 
did any pre-debit training of new agents 
at the home office. Several agency men 
indicated that they have regular home 
office field trainers who make the 
rounds during the basic training period. 
Another show of hands indicated that 
most of the companies represented have 
their new debit agents learn organized 
sales talks. Many of the companies ap- 
parently have the managers grade the 
men they train. Some have the men 
grade the training ability of their man- 
ager. 
Has V.-P. Write New Agent 


Lauren Schram, Western & Southern, 
said his company has one of its field 
vice-presidents send out a_ personal 
letter to the new debit agent after he 
has been operating for six weeks. In 
this letter the executive asks the new 
agent, in an informal way, what he feels 
he can do as the result of his training. 
Western & Southern at the end of six 
months on the debit brings its men into 
the home office and discovers by testing 
them just how much they have learned. 

Mr. Austin indicated that his com- 
pany has discovered that it is the assist- 
ant agency heads who are frequently 
doing the poorest job in the training 
hierarchy. He indicated that though 
you can stress to managers that training 
is their primary responsibility, you 
can’t ride herd on managers and force 
them to do the things they should, but 
that it takes a gradual period of educa- 
tion. Mr. Kreder concurred with this 
saying that it took some time for the 
managers in his company to get used 
to filling out forms reporting week to 
week what training they are doing on 
each man. He indicated, however, that 
by now they are used to this procedure, 
realize that it is here to stay and that 
they might as well fall in line, so that 
the reports are coming in with greater 
regularity. 

It was apparent that some of the com- 
panies send a new debit agent out with 
an experienced agent in his first week. 
Only one of these companies pays the 
agent for this week. 


SMALL COMPANIES 








Part of the discussion at the train- 
ers’ conference for small companies re- 
volved around the necessity of training 
agents to do specialized jobs. It was 
brought out that the smaller companies 
have to offer a far greater variety of 
coverages to compete with the large 


companies. This frequently has the 
effect of confusing the new agent of 


the smaller company to such an extent 
that it has been found necessary, in 
many cases, to train men primarily in 
the specialties for which they seem to 
be fitted. Some smaller companies, for 
example have discovered that there are 
agents who do an outstanding job of 
selling salary savings plans and_ they 
concentrate on this activity. Where 
some men can do this well, other men 
cannot do it at all. Specialties are ap- 
parently often a matter of the tem- 
perament and abilities of the indivi-‘ 
dual agency head and the character of 
the market. Some agencies will spe- 
cialize in package selling while another 
agency engages in estate planning for 
the same company. 

Description by John R. Carnochan 
of Union Mutual of the ambitious train- 
ing program of his company had many 
of his hearers gasping for the rapidity 
with which it gets agents into proguc- 
tion on the more complicated forms of 
life insurance. In many cases, six 
months after they have come into the 
business, Union Mutual agents are 
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learning business insurance at a home 
office school and subsequently Writing 















a great deal of it. This company af, 
gives training in programming at . 
early stage in the agent’s education Wis 
but depends on training at the agency 
level for estate planning instruction anj A S 
for business insurance and_ program. Ss 
ming instruction beyond the mor 1 
elementary level. There is a 10x Follo 
home office course provided for me § &°SS* 
who have been with the company ; Crosse 
year and who wish to learn program. of A. 
ming. Those who have attended thi a ron 
home office school have averaged j7. Alber 
000 per case in contrast to a gener eer 
company level of about $4,000 \f, presi ‘h 
Carnochan said. “Pwith th 
His company found that they had lef —% 
too much training up to the manage E. a 
and that there were many stages jy aig 
which this could be better done at th hee 
home office. He maintained that wit, 3 2 
social ‘security and tax complexitig ee 
making the job more difficult daily, , - age gS 
home office, even of the smallest com. Eau Tit 
pany has considerable responsibility to Bay, es 
train its agents and not leave the entire — y 
job up to the agency manager. im Nag 
Representatives of several small Ma neg 
companies indicated that they have st Crosse; 
up in their home offices small estat ma 
planning sections where advice is dis} * ae 
pensed to agents and agency heads Knuth i 
One of the companies is in possession Cree a; 
of a man who circulates the territory in pe 
which the company operates assisting edt 
agents on complex cases where larg gg 
incomes and taxes are involved, This} °" L. 8 
fellow works for a 5% split of commis illinois ; 
sions. 
Considerable recognition was_ given ger 
to this problem of the small companies - 
in being able to provide the kind of 
technical aid that life insurance sales} Stumpf I: 
men frequently need. One company at: 
vises its local managers to get to knorf _Lunche 
good tax men and attorneys in the homeg “tes was 
community and to work with them a = ¢ 
cases of this sort. onal 
: agents a 
Plan 2 Courses at New onc 
“ prese 
School for Social Research [rine Je 
NEW YORK—The New School for oe 
Social Research has named to its faculty f oovernmer 
Solomon Huber, general agent OBpehind the 
Mutual Benefit Life, and designated hinf Reyjewi 
as chairman of two life insurance cours:F tempts to 
which will begin in 1951. filtrating t 
A five-week course on life insuraneffder to rea 
public relations will begin April %Blabeled as 
Lecturers include Holgar  Johnsonficent stater 
president Institute of Life Insuraneeffaddress a 
H. G. Kenagy, vice-president, and Milfteachers’ 








dred F. Stone, director of policyowne®blandly sta 
service bureau, Mutual Benefit Life, anffcine plan vy 
Mr. Huber. The topics to be discusseifized medic: 
include the history of the subject plu As to wl 
a complete analysis of every phase ofa plan, he 
company relations with its public. Thgistate of V 
course is integrated with a_ two-yefwas overw! 
program designed for those who wiifthe polls, 
to qualify for a certificate. Classes wif Mr. Stun: 
be Thursday evenings. enactment 
Practical Methods in Estate Planningeffort to cu 
and Programming is the title of #22 governm 
second course which will be conductejpag expendi 
over a period of 15 weeks  beginniafithe tax bur 
Feb. 7, 1951. Classes will be Wednestia, At Gree 
afternoons. Washington 
In addition to the prominent outsigjthe Milwau 
attorneys on the faculty are Dean Largtalk, entitle: 
ence Ackerman of the University Mg.” Beca 
Connecticut school of business admingfe returned 
istration; Albert Hirst, contributiggeompelled 
legal editor Diamond Life Bulletins; Migttes. : 
Huber; Stuart Monroe, associate g , Carl A. E 
eral agent, George B. Gordon, direct? Casualty, 
of estate planning, and John Magovtty 
assistant counsel, Mutual Benefit Lit 
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Seek Credit Union Benefits Henry J. 
Directors of Ohio Credit Uni ll gan 
League, meeting jointly with the MM... es 
igan directors, representing about O™@N,,, Balan 





000 members in the two states, has? 
posed an amendment to the Ohio ins 
ance law to provide benefits for Cie’, j.. 
union depositors. The proposed legibeen unit m 
tion would provide that a sum equal it New Orlean 
credit union member’s deposit be Pigg, 
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ual effective 
yas reported 












his heirs upon his death. 
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ily ‘write Anderson Named 

npany also . 

ling at an 2 

edt Wisconsin A. & H. 

the agency . . . 

ruction af Association Chief 
Program. 

the mor Following a series of sales con- 
a 10-day B resses at Green Bay, Eau Claire, La 

d for mer Crosse and Madison, Wisconsin Assn. 

company 2B; A. & H. Underwriters held its an- 

Program: nual meeting at Madison. 

ended thf ajbert L. Anderson, Massachusetts 

raged $11. Protective, Milwaukee, was elected 
a genera § resident to succeed Francis W. Quade, 

$4,000 Mr with the same company, Wausau, who 


s chairman of the board. Leo 

D Packard, Wisconsin National Life, 
\ilwaukee, was reelected secretary, 
and Eugene Malone, Time, Milwaukee, 
was named treasurer. 

Regional vice-presidents chosen were 
Spencer Burke, Continental Casualty, 
Fau Claire; William Hanrahan, Green 
Bay, Time; George Werner, Continental 
Casualty, Fond du Lac; Jack D. Wes- 
tra, North American Life & Casualty, 
Madison; L. V. W eisensel, Time, La 
Crosse; Alex Siegner, Business Men’s 
Assurance, Milwaukee. ; 
“Named to the board of I 
were: Mr. Quade, chairman; Rubin 
Knuth, North American L. & Ce. 
Green Bay; Gordon Flemming, Wash- 
ington National, Eau __ Claire; Carl 
Brandt, First National Casualty, Fond 
du Lac; Walter Dopke, North Amer- 
ican L. & C., La Crosse; Ron C. Rosa, 
Illinois Mutual Casualty, Madison; E. 


ley had left 
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Stumpf Is Luncheon Speaker 


Luncheon speaker at each of the four 
cities was Charles B. Stumpf, Illinois 
Mutual Casualty, Madison, past inter- 
national president. Physicians in the 
respective localities were guests of the 


‘ance sales- 
ompany at- 
et to know 
in the home 
th them ot 


agents at the luncheons and were 

2Ww keenly interested in his talk on the 
present trends toward socialized medi- 

search fine. He warned of socialistic danger 
_—signals already visible, stating these 
School fof indicated that “our present trend of 
0 its faculty Bf covernment control is only 10 years 


behind the socialistic state of England.” 
Reviewing recent government  at- 
tempts to attain further controls by in- 
filtrating the ranks of education in or- 
der to reach the children, Mr. Stumpf 
labeled as “pure double-talk” the re- 
cent statement of Oscar Ewing, in an 
address at Indianapolis before the 
teachers’ convention, when Ewing 


agent of 
ignated him 
Ce COUT: 


e insurance 
April 2% 
Johnson, 
Insurance; 
it, and Mil 




















policyownpblandly stated that the socialized medi- 
fit Life, aufecine plan was not even remotely social- 
ye discusseiffized medicine. 


As to whether the people want such 
a plan, he cited the recent vote in the 
state of Washington where the plan 
was overwhelmingly rejected 3 to 1 at 
the polls. 

Mr. Stumpf concluded by urging the 
enactment of the Hoover report in an 


subject plus 
-y phase ( 
public. TH 
a two-yeaf 
» who wis 
Classes wil 









te Planninggeffort to curb the mounting inefficiency 
title of #" government operations and the ris- 
e conducting expenditures, which add greatly to 
s beginnigfithe tax burden. 





At Green Bay Stanley Olyniec, 
Vashington National, past president of 
the Milwaukee association, gave his 
alk, entitled “The Proof of the Pud- 
ling.” Because of illness in his family, 
é returned to Milwaukee and was 
ompelled to cancel the other three 
ates, 

Carl A. Ernst, North American Life 
X Casualty, St. Paul, international vice- 
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president, formerly active in the Mil- 
waukee and Wisconsin asociations while 
located in Milwaukee, gave his dynamic 
talk on “The Three S’s in Selling,” 
which was again well received at the 
four sales meetings. 


Elect at La Crosse 


The other sales congress speaker 
was Maurice G. Olson, Wisconsin su- 
perintendent of agents of Continental 
Casualty, Milwaukee, on “You've Got 
to Make ’em Sick.” 

Officers elected by the Western Wis- 
consin association at La Crosse were 
L. V. Weisensel, Time, president; Wal- 
ter Dopke, North. American L. & C.,, 
vice-president, and Edward F. Bartl, 
Time, secretary-treasurer. 

Plans were made to revive the ac- 
tivties of the North Central Wisconsin 
association and a reorganization meet- 
ing will be held in the near future, ac- 
cording to Mr. Quade, retiring state 
president and new board chairman, 


Van Patten of Security 
Mutual to Take Bank Post 


Cornelius C. Van Patten has resigned 
as vice-president and treasurer of Secur- 
ity Mutual Life of Binghamton, effective 
Jan. 1, to become president of the Bing- 
hamton Savings Bank. He has been 
with Security Mutual since 1937. Prior 
to his election as vice-president and 
treasurer in 1948, he was manager of the 
investment department, assistant treas- 
urer and treasurer. Before joining Secur- 
ity Mutual he was with the Endicott 
(N.Y.) Trust Co. as auditor. 


Acacia Names Two 


Acacia Mutual has appointed Edward 
H. Roberts associate manager at Chi- 
cago and William C. Lolas field super- 
visor at Washington, D. C. 

Mr. Roberts was with United Special- 
ties Co. in charge of production control 
before joining the army in 1943. 

Mr. Lolas started his career as an 
agent in Springfield, Mass. 











Esmond Ewing, vice-president of the 
Travelers companies, and Rawdon W. 


Myers, vice-president of Aetna Life, 
have been reelected directors of Gov- 
ernmental Research Institute for a 


term of five years. 
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7 BILLS IN HOPPER 





Hearings on NSLI 
Substitutes Will 
Open Nov. 28 


W ASHINGTON—Hearings will be- 
gin Nov. 28 before a House veterans 
affairs subcommittee headed by Rep. 
Noland, Indiana, on at least seven bills 
dealing with servicemen’s insurance and 
protection. 

Two of these are HR 9437 and 9440, 
already introduced, providing for grati- 
tous indemnities to survivors of mem- 
bers of the armed forces who die in serv- 
ice. The other five drafted by the com- 
mittee’s staff and which Rep. Rankin 
plans to introduce Nov. 27 when Con- 
gress reassembles, will deal with alter- 
nate plans to solve the problem pre- 
sented by servicemen’s protection. 


Various Approaches Covered 


Methods proposed in these measures 
include the gratuitous approach, the 
group policy approach, modifications of 
National Service life insurance, etc., and 
will present the points of view of gov- 
ernment agencies, including general ac- 
counting office and budget bureau; also 
veterans, at conferences with committee 
staff members. 

The veterans administration makes no 
recommendations, but is preparing re- 
ports on five bills, its spokesman said. 

Plan is for the subcommittee to hear 
first representatives of veterans’ organi- 
zations, followed by government agency 
officials, and finally commercial insur- 
ance representatives. 


Thoré, McKinney to Be Heard 


These latter include Eugene M. 
Thoré, general counsel Life Insurance 
Assn. of America; Gordon McKinney, 
actuary of National Assn. of Life 
Underwriters. Chairman Noland _ has 
asked that members of the VA actuarial 
advisory committee be invited to testify, 
while other commercial insurance 
people may do likewise. 

The VA committee includes: Ray D. 
Murphy, Equitable Society, chairman; 
Horace R. Bassford, Metropolitan; Wil- 
liam Breiby, Pacific Mutual; Edward W. 
Marshall, Provident Mutual; A. J. Mc- 
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FEATURES ABOUT 


OSLICO OPPORTUNITIES 


OSLICO MEN NOW HAVE A NEW, EXCEP- 
TIONALLY LOW RATE MORTGAGE CANCEL- 
LATION POLICY, REDUCING TERM WITH 
CONVERSION PRIVILEGE. ALSO A NEW 
MORTGAGE REDEMPTION RIDER FOR USE 
WITH PERMANENT INSURANCE. 


10 STATE LIFE 
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Andless, president Lincoln National. 
All except the last named are vice-presi- 
dents. 

Besides Noland, the House subcom- 
mittee includes Reps. Davis, Wisconsin; 
Bates, Massachusetts; Mack, Illinois; 
and Elliott, Alabama. 


Galbraith Heads Gibraltar 
Life Dallas City Agency 
Gibraltar Life established a Dallas 
city agency with Verne Galbraith as 
general agent. 
Before joining 
Gibraltar, Mr. Gal- 
braith was an agent 
in the E. F. White 
agency of Connec- 
ticut Mutual at 
Dallas. Previously 
he was an agent of 
Connecticut Mu- 
tual and later Equi- 
table Life of Iowa 
at St. Louis. He is 
the leading person- 
al producing agent 
of Gibraltar aside 
from his general 
agency duties. 





Verne Galbraith 


Questionnaire Sent Out 
on Handling Agents’ SS 


(CONTINUED FROM PAGE 3) 
imburse him for part of the tax? If so, 
what part of tax? 

Following are the questions on pen- 
sion plans for the field force: 

Is the pension plan at present inte- 
grated with social security benefits? If 
so, please explain briefly. Are any 
changes planned to include the revised 
social security law? If so please specify. 

If the pension plan is not now inte- 
grated with social security benefits, do 
you plan to tie it in with the revised 
law? If so please explain briefly. 

In connection with general problems 
involved in the new social security legis- 
lation the questionnaire asks if there 
have been any problems which the com- 
pany feels are peculiar to that company 
and if so to explain them, also what 
solutions it has for handling these 
problems. 


New Rochelle (N. Y.) Trust Co. has 
placed with Mutual Life $500,000 of 10- 
year debentures due in 1960. 
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Ky. Central Ups Capital 
Kentucky Central Life & Accident of 
Anchorage, Ky., has filed amended ar- 
ticles of incorporation, increasing capital 
from $750,000 to $1,000,000. Previously 
the directors declared a 33-1/3% stock 
dividend. The company was organized 
48 years ago in Louisville, and has 
grown steadily. The new dividend will 
bring to about $5 million the amount 
of cash and stock dividends that the 
company has paid since it was started. 
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COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 


San Francisco Denver Los Angeles 














ILLINOIS 


THOMAS and TIFFANY 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 




















Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 
1@ S. La Salle St., Chicago 3, Illinols 
Telephone FRanklin 2-4020 

Harry S. Tressel, M.A.1.A 
M. Wolfman, F.S.A. 

N. A. Moscovitch, A.S.A. 
W. M. Barkhuff, C.P.A. 


“wm. H. Gillette, C.P.A. 
Ww. P. Kelly 
Robert Murray 

















INDIANA & NEBRASKA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 














MISSOURI 
NELSON and WARREN 


Consulting Actuaries 
915 Olive Street, Saint Louis 
Central 3126 

















NEW YORK 


Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoranand Linder 
116 John Street, New York, N. Y. 























PENNSYLVANIA 


FRANK M. SPEAKMAN 


CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 
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VIRGINIA & GEORGIA 
BOWLES, ANDREWS & 
TOWNE 








Consulting Actuaries 
Employee Benefit Plans 
RICHMOND @ ATLANTA 








Stress Need for 
Cost Analysis 


(CONTINUED FROM PAGE 1) 





in for unit cost analyses to a far greater 
extent than we were equipped to handle. 

“After a unit cost analysis was made 
in one of our largest agencies, the man- 
ager was so pleased that he told his 
agents that the information that had 
been uncovered was worth thousands of 
dollars of savings to him in his future 
operations. Today, this man’s agency 
is leading the company.” 


OFFICE RENTS 








Mr. Simpkin turned to the subject of 
agency office rents and reported on the 
rent bureau maintained at L.I.A.M.A. 
headquarters. Currently, data is avail- 
able on 1,800 agency leases submitted 
by 61 companies, he said. 

“Are you sure your associates are 
doing a good job of selling when nego- 
tiating a lease?” he asked. “Facts re- 
garding the local market and the indi- 


vidual transactions will help answer 
their questions.” 
Although scheduled to report on a 


supervisors’ compensation study due to 
be published shortly, Mr. Goldberg 
served instead as the forum’s jester. His 
humorous remarks on cost were a high- 
light of the morning session. 
At one point he said: “Perhaps you 
wonder why the Northwestern Mutual 


isn’t represented on this agency cost 
panel. That is because they have no 
cost problem.” As the laughter sub- 


sided he added, “In fact, I understand 
they have no cost.” 


General Agents’ Allowances 


Mr. Lyons was concerned with ex- 
pense allowances to general agents. He 
said the agency costs committee of 
L.I.A.M.A. is undertaking a study of the 
expense allowance plans of member 
companies. 

“Plans of a number of companies have 
already been reviewed,” he said. “Gen- 
erally, the allowance is based largely on 
new business and renewal business. The 
new business allowance is usually either 
a number of dollars per thousand of 
new business, a percentage of new pre- 
miums, or a percentage of first-year 
commissions. The allowance for old 
business is usually a percentage of re- 
newal premiums. 


Additional Allowances Given 


“Many companies provide additional 
allowances for several years for new 
general agents. Some companies use 
the number of premium collections in 
the office as a factor in the plan. Others 
pay part of the rent, while still others 
grant additional allowances on the busi- 
ness of new full-time men. Before de- 
ciding what plan is best, however, it is 
necessary first to get pertinent facts. re- 
specting the agency operations of com- 
pany and then to develop an expense al- 
lowance plan which fits that particular 
company.” 

Mr. Irvine reviewed phases of the cost 
program not covered by earlier speakers. 
One of these was home office agency de- 
partment budgetary techniques and con- 
trols; another was L.I.A.M.A.’s continu- 
ing studies on first-year and renewal 
field costs. He also announced that 
work was going ahead on a new report 
on special commission practices, as well 
as on a study concerned with financing 
of new agents. 


Credit Life Companies for 
Rise in Government Bonds 


The fact that a number of life com- 
panies are holding off sales of govern- 
ment bonds is credited by financial men 
for the recent rise in government bond 
prices. Life companies that might other- 
wise be offering some of their govern- 
ments for sale are said to be holding 
off for better prices. 


Whittaker Urges Group 


Plan as Vital Bulwark 
(CONTINUED FROM PAGE 1) 


said, seems destined to spread through- 
out the country. He contrasted state 
monopoly plans such as Rhode Island’s 
which he said was adopted while every- 
body “was asleep,” with plans providing 
for private insurance at the employer’s 
eption, and added, “it seems to me that 
we have but two courses of future ac- 
tion. We can rest on the laurels won 
by private enterprise—turn over for an- 
other nap—and wake up to find our- 
selves with numerous Rhode Island type 
laws or a national monopoly in the 
field of cash sickness administered in the 
federal government. Or, we can rec- 
ognize the seriousness of the issues— 
take off our coats—and repeat what was 
successfully done in New York when all 
interested parties rolled up their sleeves 
to develop a sensible, workable disabil- 
ity benefits law.” 


Truebenbach Heads Wis. 
Field Men of Aid Assn. 


Carl R. Truenbenbach of Green Bay 
was elected president of the Wisconsin 
Fraternal Life Underwriters Assn. of 
Aid Assn. for Lutherans at the meeting 
at Madison. James Wesnor of Milwau- 
kee was named vice-president and Clar- 
ence Marten of Oshkosh becomes sec- 
retary-treasurer. A. W. Karow, Madison, 
Harvey Reichart, Milwaukee, Norman 
Kossow, Racine and Forrest Winters of 
Fort Atkinson were elected directors. 

More than $532 million of life insur- 
ance was reported in force as of July 1. 

Speakers at the two-day conference 
included Commissioner Lange of Wis- 
consin, Professor E. A. Gaumnitz of the 
University of Wisconsin school of busi- 
ness; A. O. Benz, president of the Aid 
Association, S. S. Miller, manager of the 
local social security office and H. G. 
3enz, agency director. 


Mass. Mutual Host at 
Reception for 3 Officers 


Massachusetts Mutual Life was host 
at a reception at the Edgewater Beach 
hotel durnig the L.I.A.M.A. meeting in 
honor of Leland J. Kalmbach, who was 
recently elected president, and Richard 
C. Guest and Charles H. Schaaff who 
recently joined the company as _ vice- 
presidents. Those on hand from the 
home office also included Vice-president 
Chester O. Fischer, Wrayburn M. Ben- 
ton, 2nd vice-president, Robert J. Ardi- 
son, superintendent of agencies, and D. 
N. Ellis, assistant superintendent of 
agencies. 





Organize Ky. Company 

Blue Grass Life of Louisville has been 
organized with $100,000 of capital and 
$150,000 of surplus. It will be an old 


line company with legal reserve, and 
while the new company will do busi- 


ness throughout the nation, it is going 
after business in Kentucky particularly. 


Cyrus C. Covalt, 57, general agent for 
Massachusetts Mutual at Mattoon, III. 
since 1937, died. After army service in the 
first war he entered life insurance. He 
joined Massachusetts Mutual at Mat- 
toon in 1932 and was appointed super- 
visor the following year. He was the 
first president of the East Illinois Assn. 
of Life Underwriters, organized in 1946. 





Victor B. Gerard, 
whose promotion to 
treasurer of com- 
monwealth Life was 
reported in a recent 
issue, was with 
Brown Bros. Harri- 
man & Co. before 
joining Common- 


wealth in 1946. 
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Urges Popularizing 
Monthly Premiums 


(CONTINUED FROM PAGE 3) 

a, 

forts to maintain volume. There jg . 
definite place for term insurance if prop. 
erly adjusted to appropriate needs Usual 
ly involving temporary situations, 4, 
said. i 
However, Mr. Dowell said that my 
term insurance is currently bein solq, 
policyholders who have no real unde, 
standing of its limitations or danger, 
Today most of these policyholders gi, 
little thought to the fact that they will}. 
“old folks” much longer than they nox 
think. Many of them may wake with, 
rude shock someday, deeply resentfy] ,: 
the fact that they weren’t “sold” ¢q 
value life insurance, he warned. j 


Discusses A.&H. Insurance 


Discussing A.&H. insurance and Ney 
York Life’s reasons for its recent entr; 
in this field, Mr. Dowell said that if pr. 
vate enterprise fails to provide wig. 
spread coverage, the government yj 
step in and do it. He commented th: 
administrative and marketing costs jp 
many policies have been too high, px. 
ticularly for individual policies, and thy 
he believes improved marketing pro. 
cedures in the next few years will brin 
about a reduction of these costs. 

Mr. Dowell summed up his talk }; 
saying “If we are to meet the challeng 
of the changing needs of an alert insu. 
ing public, we must devote vastly mor 
study in the future to our buyer, why 
he buys and why he buys it.” 

W. Rulon Williamson of the Wyat 
Co., pension consultants, discussed his 
“social budgeting” plan in the sessioy 
on social security. 

C A. Kulp, University of Pennsy). 
vania, also discussed social security. 


BLANCHARD TALK 


Professor Ralph H. Blanchard ¢ 
Columbia University took a crack a 
lazy thinking in the purchase of insur- 
He said the sort of thinking tha 

















ance. 
leads to believing or disbelieving i 
types of insurance, such as term, or 


dinary, endowment, or what not, shou! 
be exposed for what it is—‘‘the easy a: 
ceptance of doctrine by persons too il ® 
informed or too lazy to think.” 

Insurance, he said, is a financial tod! 
for accomplishing certain objectives a0 
attainable or less well done otherwis: 
Decisions as to its use should be base! 
on practical thinking in the light of fu! 
knowledge. There is no more reason it 
believing or disbelieving in term insur 
ance as contrasted with whole-life tha 
in believing or disbelieving in a smi 
hammer as contrasted with a large on 
Each has its uses. 


Teachers I. & A. Promotes ll! 
Adds Two to Directorate 


Teachers Insurance & Annuity hag 
made Thomas C. Edwards, Jr. assistatl 
vice-president; J. H. Bostock, assist ff 
treasurer; L. R. Giegerich mortgage 0% 
cers; J. P. Good, assistant counsel; |: 
R. Harrison; Joel Per, mortgage cour 
sel and Donald L. Trost, accounting 0% 
cer. 4 
Ida Cepicka, security analyst, and ! 
D. Dodson, Jr., insurance counse 
have been appointed administrative & 
sistants. 

Mr. Edwards, assistant secretary si 
1948, when he joined Teachers, was if 
viously with Northwestern Mutual. i 
is a graduate of University of Not 
Carolina. ee 

Irving S. Olds, chairman of Unite 
States Steel Corp. and President Chaté 
W. Cole of Amherst College have be 
elected trustees, Dr. Cole being politi 
holder representative on the board. 


Charles W. Baker, district manage!’ 
San Francisco, has completed 30 ye 
with Prudential. 
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It’s a beautiful house, just what Bill 


und Mary Barclay always wanted. And 
now, finally it’s all theirs... every part 


of it—including the mortgage. 


It’s the thought of the mortgage 
that keeps Bill up nights, making him 
a prisoner of his own fears. Suppose 
he were to die before the house was 
paid for. Then Mary and the children 
would have to give up the home they 


love so much. 


If Bill Barclay only knew it, he 
could get rid of that mortgage worry 
tomorrow with a new low cost Union 


Central Mortgage Protection Policy. 


Yes, for a premium of less than $50 
a year, a man of 35 can protect a 
$6,000 fifteen-year amortization mort- 
gage. That’s how low in cost such a 
policy can be. What’s more, he doesn’t 
even pay premiums for the full du- 
ration of his mortgage. He pays all 
the insurance on the mortgage years 
before the mortgage is paid off. But 
his mortgage protection continues in 
force until the mortgage is entirely 


paid. 


The Mortgage Protection Policy is 
low cost for two big reasons: 1—be- 
cause the face value of the policy goes 
down as the mortgage goes down, and 


2—because it doesn't try to take care 





Who put the bars on Mr. Barclay’s house? 


of everything. It just takes care of 
protecting the mortgage and charges 


only for that one job. 


A Union Central Mortgage Pro- 
tection policy makes certain the family 
will inherit a home...not a mortgage. 

° ca ° ced 

The Union Central agent has a plan 
to meet every life insurance need. H« 
has contracts ranging from Non-Con 
vertible Term, the lowest premium 
policy of all, to Single Premium En- 
dowment, the highest. Through these 
modern, liberal policies, he can pro 
vide the finest possible life insurance 
coverage for applicants from birth to 


age 65, inclusive. 


The Union Central Life Insurance Company 
CINCINNATI, CHIO 





A NORTHWESTERN MUTUAL POLICYHOLDER since 1922. Dr. Suits, distinguished 
scientist, bought his first policy with this company while he was still in school. 


HOW LONG 18 IT SINCE YOU HAVE REVIEWED 


YOUR LIFE INSURANCE PROGRAM? 


| ¥ RTHS, deaths, marriages, changing needs, shifting costs and 
taxes... all these inevitably affect our plans for protection. 

A life insurance program should be reviewed at least every two years. 
You'll find real assistance when you call upon a Northwestern 


Cr 


Ive obs erved that 








there are two ways 


to buy ite insurance 


A statement of special interest to young people 


who must plan now for lifetime security 


by DR. ©. G. SUITS 


Vice President and Director of Research, 


Gencral Electric Company 


§ ANY people seem to buy life insurance at random, r 
buy mainly because of a vague feeling that ‘they ou 

to have more insurance’. Or because some individual pf 
is represented to be a ‘good buy’. 

‘There is a second and far wiser way. And that is to p 
life insurance according to an over-all plan. This means @ 
fully analyzing the need, setting up a definite goal of se uf 
and working steadily toward it. 

The life insurance agent is important here. His functio 
much like that of the scientist in the laboratory. To begin i 
he visualizes the objective, then assembles all the facts, 
each element to the test of experience, and finally works 0 
formula for obtaining exactly the results desired. 

“It seems to me that many people could learn, to their pr 
this one thing about life insurance. How much insurang 
own is often not as important as how well the individual 


KARSH,. OTTAWA 


icies are fitted together into a balanced program.” E 


Bes 


Mutual agent, For he is thoroughly trained to give sound, under- 
standing advice. He represents a company which is one of the six 
largest ...a company with more than 90 years’ experience. 
Moreover, this company offers a number of significant advan- 
tages, including low net cost. The policyholders, in turn, have 
made their enthusiasm clear. No other life insurance company ex- 
cels the Northwestern Mutual in that happiest of all business 
relationships—old customers coming back for more. 


Lhe N O RTHWE STE RN M UTUAL Life /rsurance Compa 


MILWAUKEE, WISCONSIN 
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